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ly at home if you are a high type man, makes its in- 
WISCONSIN vestments in first mortgage real estate loans. 
It has especially attractive policy contracts, offers 
liberal first year commissions and its renewal contract 
| N D | A N A is absolutely unique. The kind you have wished for 
but have never had an opportunity to secure. 
Mi | C 4 | a A N 2 If a man who is already a member of our organiza- 
| tion should answer this advertisement his interests - 
By the will not be jeopardized in the least—in fact, we will a 
Oldest Mutual Association congratulate him upon his confidence in his ability = 
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NORTH CAROLINA 


There is an unusual General Agency opening in 
North Carolina for a man who can meet our require- 
ments. 
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The only man who will interest us is a man who is 
making good where he is but who wishes to and is 
capable of building a larger business for himself. 





He must be able to stand the acid test as to reputa- 
tion, character, industry and ability. 
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GREAT SOUTHERN LIFE 
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Houston — Dallas 
Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O. S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice-President, Dallas, Texas 

















SPECULATION 


or 
INVESTMENT 
2? 


N Wall Street men may speculate but they take the chanc« 
with the hope of a big return. It is with full knowledge of 
the risk involved. 

But when these same men invest, they deem it wise to select 
only those securities of known strength and reputation. A 
larger return is willingly sacrificed to insure the safety of their 
capital. 

Similarly in Insurance, wisdom dictates your selecting only 
the strongest of companies in which to insure your client's 
property. By so doing, you are giving him the safest protec- 
tion at a cost of no more than that charged by less substantial 
companies. 

Let The Continental Write Your Business. 


This company has never been known to default in the pay- 
ment of a just claim, no matter how large. Testifying to this 
are the conflagrations of Chicago, Baltimore and San Francisco. 


THE CONTINENTAL INSURANCE CO. 


Cash Capital, Ten Mill- 
ion Dollars. 


Henry Evans, Chairman 
of the Board 


J. E. Lopez, President 


Home Office: 80 Maiden 
Lane, New York. 


Managing Branch 
ices 


CHICAGO, MONTREAL 
SAN FRANCISCO 
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THE LATEST MORTALITY TABLES—JUST ISSUED 


AMERICAN-CANADIAN 
MORTALITY INVESTIGATION 


Compiled by Committees Representing the 
ACTUARIAL SOCIETY OF AMERICA, 
AMERICAN INSTITUTE OF ACTUARIES, 


NATIONAL CONVENTION OF 
INSURANCE COMMISSIONERS 


IN TWO VOLUMES 

Based upon experience of 59 legal reserve life insur- 
ance companies. 

Presents actual mortality experience, with comparisons 
thereof with rates shown in existing standard tables. 
Volume II Presents Experience Under Various Policy 
Forms—Term, Whole Life, Limited Payment and 
Endowment. 

Causes of Deaths Among Americans and Canadians 
are compared in a series of tables. 

Experience under Individual policies in excess of 
$50,000 compiled, with Interpretations. This in- 
formation of importance to insurance companies. 
Every life insurance company and actuary should 
possess these books, which contain valuable informa- 
tion and are handsomely bound in half leather and 
cloth. 





Price, $10.00 for each—$20.00 the set 
Orders will be promptly filled by 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
JNSURANCE EXCHANGE NEW YORK 

















A NEW BOOK BY 
WILLIAM ALEXANDER 


THE PROSPEROUS AGENT 


Characteristics uf the successful life insurance 


solicitor 
Per copy, card board, $1.00 Red cloth, $1.50 


OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 
1. What Life Insurance Is and What It 


Does 
Text book, or primer, dealing with the fundamental 
principles on which all sound life insurance rests. 
Price $1.50 
2. How to Sell Insurance 


Primarily for the guidance of inexperienced agents. 
Price $2.00 


3. The Art of Insurance Salesmanship~ 
A series of practical hints on canvassing, to stimulate 
the thought of both experienced and inexperienced 
agents. 


*The third volume of this series will be published o: or 
about January 1, 1922. 
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Weather Insurance Opportunities 


Need for Coverage Is Clearly Shown by Study of Claims Paid 


By ANDREW H. PALMER 
Meteorologist, United States Weather Bureau, San Francisco 


NSURANCE as a method of protection 
from risk is an established practice. Suc- 
cessful business men habitually protect 
themselves against almost every known 
form of loss. The principle underlying all 
insurance is that of indemnity for actual 
loss. No profit to the insured is contem- 
plated or permitted. By causing a large 

group to share a risk, the individual risk is minimized. In the 
financial world insurance occupies a prominent place. 

In an abstract sense, insurance is a branch of mathematics. 
An actuary can anticipate losses and casualties with a fair de- 
gree of precision, provided he has ample data on which to base 
his calculations. In insurance involving the inevitable—death, 
for example, statistics are now available in such abundance 
that life insurance is as firmly established as is banking, of 
which it may legitimately be considered a twin brother. In 
other forms of insurance the contingency involved is not neces- 
sarily inevitable, but it is an ever-present possibility. Such 
forms include fire, accident, casualty, burglary, marine, plate- 
glass, explosion, earthquake and many other kinds of insurance. 
These fields of underwriting are all tried by experience, and 
are now firmly established in the business world. 

Of the numerous forms of insurance now available, weather 
Msurance is one of the newest, and it is at present receiving 
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considerable attention. In England, insurance against loss 
caused by unfavorable weather conditions has been a custom of 
many years. Cricket matches, race meetings, pageants, fétes, 
football games and other athletic contests have long been in- 
sured against loss due to rain. In the United States, however, 
weather insurance has not been developed on an extensive scale 
until within the past two or three years. It is true that insur- 
ance against damage from hail has been in effect to some ex- 
tent for twenty-five to thirty years, but aside from this there 
has been no general adoption of the English innovation of 
weather insurance. 

It has aptly been remarked that “Noah was the first man to 
insure the world against rain by building the Ark.” While the 
scientific accuracy of this statement may be questioned, it is 
readily apparent that weather is an insurable risk. It is a 
legitimate field of endeavor, and should not be confused with 
gambling. Efficient administration requires that every safe- 
guard shall be taken against disaster, financial as well as phys- 
ical. The stabilization of commerce and industry is one of the 
first-fruits of insurance. 


WEATHER INSURANCE FOR Outpoor Events 
The changeability of the weather is proverbial. Conse- 
quently weather conditions are vital factors in the success of all 
outdoor trades, business ventures and sporting events. Adverse 
weather means increased costs, reduced receipts, and in some 
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cases a total loss of the capital outlay on such a a 
ines. The stress of modern life mak Date Date a Rainfall 
undertakings. The stress of modern life makes of Loss Loss Paid Classification and Location Loss Paid (Inches) 
holidays more or less a necessity. Most people May 8 May 13 Baseball game, Richmond, Vacs. 000 scewsisscesewcees $300 0.45 
- 4 . a May 17 May 20 Boxing match, Nashville, Tenn.......0cccsessevcssns 500 39 
lead indoor lives, and hence require an occa- May 21 May 27 Basebull game, Richmond, Vai. «2:5 s5005 sc sense se ginss 300 45 
sional outing. Outdoor events are arranged by May 28 fume Coneeaston Coney island, N. Vevcscccccciclecnieiie 380 as 
promoters, and their success is dependent upon lune 5 June 7 Merinin COULE MINOW OER Nel Ns sara csero cerfeis ease. creisineiee eae 100 1.07 
. . : ee a june 5 June 7 Tennis COUTt, BNEW YORK, DNs «ei ce cess sides veces ses Ses 60 1.07 
gate receipts, which are in turn largely depen- June 5 June 10 Baseball game, Philadelphia, Pa..............cceccceees 100 1.9] 
, Pn ariruaee es ay june 5 June 11 Baseball Games, SICROIONG,, WA. 6-500 8) sisnstare sce eines tae ee ye 300 22 
dent upon favorable weather. : . Tune 13 June 16 Baseball game, Bridgeport, Conn............--...... 1,250 8 
One of the first instances of weather insur- June 13 June 16 Realty auction, Bridgeport, Conn PS ar hes eanaca LPR Ra ERC ehs 200 LHS 
aa . ., we June 138 June 16 Realty. atictions trig @epart. CONT 66 6566:6. 4.5: 5-615,615001 5) 0.6 eros es 5 250 38 
ance on a large scale occurred in San Fran- May 30 June 18 Exhibition, Clarksville, Tenn... .........-...... ese. ee 400 50 
cisco in 1916. A certain local organization ar- y her ze ee = pose warming, Bridgeport, Conn.......-+..+++++++0++. 3 1.99 
ranged for an outdoor rendition of Verdi's grand June 13 une 23 DPD IBVCOUTE INOW OER COIN 0 6.6: 501016:0:5- 014) enaloo:4re dleisinw 0014:00 6 150 ,22 
cae te tee E E june 17 une 23 Moving pictures, Bridgeport, PGIAG cor cies aleerne ee arse ate 200 Ree 
opera, “Aida,” the same to be given on a June 13 June 23 Menwisicoutis, (NeW. MOT. IN] Ms. coscs bcsauie sna sencec ce 200 22 
ee en nee cnt: Riad aeaae i 23 BE RIG MP ci ON sao wo 159! ssa) Scar Sr eite/Piloleke sinter { ? 
selected evening 1n September of that year. It July june : Sawer og inte Pl ie Berto ese evennerea nies po 22 
was planned to give a massive production of July 3 July 7 Steamboat excursion, New York, N. Y...........0-0000. 1,000 64 
ae ills nse ee iach July 3 July 7 Tennis court, New York, BE Met xd hoes oi Aon eieh encase ar oar ois 100 51 
this famous opera at Ewing Field, a playground july 6 July 7 Moving pictures: New Yotk, N.Y ssc 6.0.66 0000 sie 0 cg00 ele 200 51 
. : a ne ye Oo) OSS EE a Rr ee eee 50 7 
over which there is no shelter. As grand opera fay § ee ae 100 "32 
stars of international reputation were engaged July 3 July 8 Restaurant, West Haven, Conn..........0...ceeeeeeeees 1,000 1.98 
* a ‘ = : ; a July 6 July 9 Pleasure park, Davenport, Towa. « ....s..s 0600 seaens00% 500 {4 
for this single performance, the event could July 2 July 10 Bacehallivame, RimnMmanil, © Vids. c<<.6.60.0:06.0 08 6 disown gscores 300 j 
: ee : : xf inclement uly 3 July 12 Moving pictures, Bridgeport, Conn...........+.+.+++-05- 100 48 
not be postponed in the event ( . 1 1s € ee July 3 July 12 Gasolene station. PEE | COIR sic. o's 6 0 si6 os isl aere srarnseeiess 100 34 
weather. Though September is in California’s uly 3 July 12 Baseball geme, Martiord, Comm. ........:.ccsessesseess 1,000 54 
me  aliel July 3 July 18 Bathing pavilion, New Haven, Conn. ....... 6.65 66sc8s0eses- 100 pe 
dry season, and the chances of rain were slight, July 12 July 15 Mowsta mrcttites,, Storia, IN. OF esos iiss 4-0 a osaeee es0ce ws 50 36 
seer uite A os ‘ 2 5 Movi i 2s, B “HGR age ae en ah oer ne oe 2 p 
perhaps less than one in fifty, the efficient man- re Mh te ce Movs bene ie a‘ eee mr - 
agement of the affair took out a policy of July 18 July 22 Amusement park, New SRT 1S ee ia ae ier ence 15 14 
: . hoe rE ee July 22 July 26 Comceite, “iueey PMO ANG OY sis cc's Sua sce ilove 'slociwie Oe ewe sien 1,900 .10 
$25,000 with Lloyds of England, protecting it july 24 July 30 Baseball game, Hartford, Conn..........ccccccsceccces 1,000 “58 
x sat . ¢ “Ne ‘ 2 y 30 -rize fig idg eB SA Sg Te ne SP re 33 
against loss due to rainfall. It so happened that rd ; es ae aleing' covlows Clean tos Ry Aa ee — 35 
rain of sufficient amount to prohibit an outdoor Aug. 7 Aug. 9 MeN AB pChlict wNGW eVOLIc Ne Yes eer \ce'si> cs ss can ees 200 oan 
iain, ell iaaateees: ial - eat Aug. 7 Aug. 10 Wermis COUst, NOU OPC IN OY os 5 .sisic.cls,a3is ate a's 'isiere) areas ar 100 27 
performance fell during the afternoon anc ie 7 Aug. 9 Weis COUNT, ING OEIC OU Mos 56 6. 5:5 010 0:8 910! erb.s savory 100 77 
: ° ° f ug > ring ‘a BE 6 
evening of the day in question. Through an = fuiy"§ = Aug. 8 County: fair, ‘Bellctourchs, 8. De.-..ssssscsesescsescecs 10,000 3 
eleventh-hour arrangement the scene of the Aug. 13 Aug. 16 Moving pictures, Coney Island, N. Y........ececeeeceee 200 23 


event was changed to the Civic Auditorium, a 
building of large proportions. However, owing 
to the suddenness of the change and the in- 
clemency of the weather the attendance was 
small, and the receipts were light. The man- 
agement sought to collect the $25,000, but pay- 
ment was denied on the plea that the per- 
formance was not actually prevented, as it was 
given indoors instead of outdoors, as planned. 
Litigation followed, and after the case had been 
carried from court to court during four years, 
the Supreme Court of California finally de- 
cided a few months ago that Lloyds was liable 
for about $19,400, this amount being the differ- 
ence between $25,000 and the actual receipts of 
the indoor performance. 

During the past two or three years the prac- 
tice of purchasing insurance against unfavor- 
has made rapid progress in the 

One firm of insurance brokers 
in which 


able weather 
United States. 
now issue “Pluvius Weather Policies,” 
protection is guaranteed from losses due to un- 
favorable weather. For example, these policies 
insure the builder against loss in respect of 
external work occasioned by rain, wind or cold, 
and against penalties incurred by work thus de- 
layed. They protect the farmer against crop 
damage occasioned by bad weather. They in- 
sure the caterer against reduced receipts result- 
ing from inclement weather. They offer pro- 
tection to the promoter of races, county fairs, 
baseball and football games and aviation meet- 
ings, through abandonment or postponement of 
the event on account of unpropitious weather. 
The managements of seaside and riverside hotels 
are insured against losses occasioned by a rainy 
spell, and guests are assured of rebates in the 
event of excessive or long-continued rains. To 
these may be added many other outdoor under- 
takings, such as exhibitions, pageants, fétes, 
moving pictures, concerts, flower shows, gar- 





den parties, athletic contests and the like. The 
extent and variety of the application of the 
principle of weather insurance may be sur- 
mised from the above statement of the 
losses paid by this single firm during four 
months of last year: 

Generally speaking, policies are framed to 
suit the requirements of individual risks. Pro- 
posals are not considered unless made at least 
seven days before the insured period commences. 
A stipulated amount of rainfall is now almost 
invariably included as the deciding factor in a 
“Pluvius Weather Contract.” The U. S. 
Weather Bureau's certificate of precipitation is 
regarded as final and binding in the event of a 
claim. Contracts are made to provide for each 
individual event. The time interval involved 
and the total amount of precipitation are spe- 
cifically stated in each contract. Special pro- 
visions are made to suit individual risks. While 
the insurance thus far discussed concerns out- 
door events almost exclusively, the practice of 
extending the idea of weather insurance to in- 
door events is also being introduced, since the 
attendance at such gatherings is also influenced 
by the weather to some extent. 


SpecrAL Forms oF WEATHER INSURANCE 
Lightning is a prolific cause of fire in large 
portions of the United States, and it thus enters 
as one of the factors considered in fire insur- 
ance. The Actuarial Bureau of the National 
Board of Fire Underwriters is authority for the 
statement that during five years the fire losses 
resulting from lightning in the State of Iowa 
alone amounted to $2,260,462. Lightning was 
the second most prolific cause of destructive 
fires in that State during the period investigated. 
Lightning fires are now classed as partly pre- 
ventable. While it cannot be foretold when or 
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where lightning will strike, properly installed 
lightning rods offer a reasonably safe preven- 
tive from such fires. The removal of inflam- 
mable material is also a factor in preventing 
such fires, 

In the forests of the Pacific States lightning 
is the most prolific natural cause of forest fires. 
During a prolonged hot spell dessicating, north- 
easterly winds sometimes blow for three or 
four consecutive days. When such a period 
terminates with the formation of local thunder- 
storms caused by the ascent of locally heated 
air, the towering clouds precipitate little or no 
rainfall to extinguish the numerous forest fires 
which result from the lightning discharges. 
Fire insurance of forests thus resolves. itself 
partly into insurance against lightning. 

In the South and in the Middle West, tor- 
nadoes occasionally occur. Louisville, St. Louis, 
Omaha and the suburbs of Chicago all have 
experienced tornadoes within recent years. 
Fortunately, however, tornadoes have not done 
damage in proportion to their violence or their 
frequency. Because of the relatively sparse 
distribution of population, tornadoes have only 
occasionally wrought widespread destruction. 
But it is not reasonable to suppose that it will 
always be so. Many a tornado passes over the 
prairies with comparatively little damage, 
whereas if any one of these storms had passed 
over a populous city the results would have 
been appalling. Tornado insurance is now 
carried extensively in rural districts and small 
towns in the South and Middle West. It is 4 
form of safeguard which the prudent resident 
of a region subject to tornadoes cannot well 
disregard. Hurricane insurance is of equal 
importance along the Gulf Coast. 

A further installment of this article will 
appear in The Spectator next week. 
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THE PRUDENTIAL AND MR. UNTER- 
MYER 

MMEDIATELY following the issu- 
| ance of data taken from the report of 
the examination of the Prudential Insur- 
ance Company of Newark by representa- 
tives of the State Insurance Departments 
of New Jersey, New York, Missouri, 
Massachusetts and Indiana, Samuel Ut- 
termyer, chief counsel for the Lockwood 
housing investigating committee of New 
York State, was interviewed, and ws re- 
ported as saying that he inferred that the 
examination report “is an inspired white- 
wash, as I predicted it would be.” As 
he had not seen the report of the examin- 
ers, Mr. Untermyer’s implied charge 
against five reputable State insurance de- 
partments, that they had whitewashed the 
Prudential, might better have been with- 
held, at least until he had read the report 
of the examination. It will be strange if 
the insurance officials of the States named 
and the examiners participating in the 
examination do not feel incensed because 
of Mr. Untermyer’s accusation of white- 
washing, particularly as it was made with- 
out his even having a copy of the report. 
3ut, then, this is in line with Mr. Unter- 
myer’s way of considering a man guilty 
until he has proved himself innecent, 
which is contrary to the custom of the 
law, which considers a man innocent until 
he is proved guilty. Perhaps Mr. Unter- 
myer was disturbed by the findings of the 
examiners, that the Prudential has over 
29 per cent of its total ledger assets in- 
vested in mortgages, whereas the four 
largest New York companies, in the ag- 
gtegate, have less than 24 per cent of their 


ledger assets so invested, and only one of 
such New York companies has a larger 
percentage of its assets invested in mort- 
gage loans than has the Prudential. 


Many are still active in the insurance 
world who recall Samuel Unterniyer’s 
international policyholders’ committee, 
which, in 1906 and 1907, was endeavoring 
to upset the management of the Mutual 
Life and New York Life insurance com 
panies, and which met with utter failure 
to accomplish that end. T. W. Lawson 
of Boston was interested in this project, 
and it was reported that he spent over 
$100,000 in the contest, though the cam- 
paign had only begun when he withdrew 
fromit. Probably hundreds of thousands 
of dollars were obtained and expended by 
the committee named,-and many persons 
still wonder how Mr. Untermyer’s com- 
mittee collected the funds for its needs, 
who contributed them, how much they 
amounted to and how they were speiit. 

It seems likely that Mr. Untermyer’s 
attack on the fire insurance companies this 
year, in the interest of the dear policy- 
holders, will not be more generally appre- 
ciated by them than were the efforts of the 
international committee, 
whose candidates were so badly defeated 
at the election of the Mutual Life in 1906. 

Apropos of Mr. Untermyer’s unique 
claim that the interest on the unearned 
premium funds of the fire insurance com- 
panies should be considered as the prop- 
erty of policyholders (though a discount 
is allowed on term policies which offset 


policyholders’ 


such interest), it is curious to note that, 
according to the official report upon the 
recent examination of the Prudential In- 
surance Company, Samuel Untermyer 
was one of the counsel for the minority 
stockholders of the Prudential who signed 
a brief asserting that the capital, accumu- 
lated profits and earning capacity of the 
company belonged to its stockholders, and 
favoring the declaration of a stock divi- 
dend, which, it was alleged, could be de- 
clared without injury to policyhoiders. 
How to reconcile Mr. Untermyer’s claim 
in behalf of stockholders of the Pruden- 
tial with his arguments that interest 
earnings on the premium reserve of a fire 
company belong to the policyholders, is 
a difficult problem. 


In earlier days, when the legislature ap- 
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pointed an investigating committee to 
look into any particular subject, the chair- 
man of the committee was usually the 
most active man in connection with the 
investigation, and was the man who 
reaped the most glory from this work. 
Latterly, however, it appears that the 
chief counsel for an investigating commit- 
tee is more likely to gain what reward 
there is in the way of glory or popular ad- 
miration, so that a lawyer having ambition 
and ability is likely to seek such av ap- 
pointment, regardless of the direct mone- 
tary return therefrom. In the case of the 
Lockwood committee, Mr. Untermyer has 
probably gained more publicity and has 
figured more in newspaper headlines than 
has any member of the committee ttself. 
Just how helpful this may be to him, 
politically or otherwise, it remains for the 
future to develop. 





HE great reductions inaugurated by 

the manufacturers of many makes 
of automobiles emphasizes the necessity 
for close supervision of lines. The plan 
adopted by one local agency, of advising 
its automobile policyholders that the 
companies will not settle upon a basis ex- 
ceeding replacement value less deprecia- 
tion, and advising them to reduce their in- 
surance if it exceeds the present market 
value, is an excellent means of protecting 
the companies from excessive claims, as 
well as of lowering the cost of insurance 
to customers by having them only carry 
an amount which might be collectible. 
Other agencies throughout the country 
might well adopt this conservative plan. 





MAN may be an excellent salesman 

and generally successful in selling 
whatever line of goods he has to offer, 
and yet may, at times, oversell himself. 
In other words, his anxiety to impress 
his prospective customer may be such 
that he will be led into making exag- 
gerated statements—unnecessary to com- 
plete his sale—which start a train of 
thought in the prospect’s mind adverse 
to the salesman. As a rule, it is much 
better for the salesman to understate his 
case, rather than to be led into claiming 
too much for his goods; and this applies 
in the insurance field, as well as in any 
other branch of business. 
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PRUDENTIAL EXAMINED 


Investigated at Its Own Request 
Foliowing Lockwood Committee’s 
Quiz 


FACTS IMPARTIALLY STATED 


Mortgage Loans Constitute Nearly 30 Per 
Cent of Prudential’s Ledger Assets 


The five State Insurance Departments, which 
have been examining into the charges made by 
the Lockwood Housing Investigating Committee 
against the Prudential Insurance Company of 
America, Newark, made public their report dur- 
ing the past week. The examination was made 
jointly by the following commissioners : Thomas 
S. McMurray, Indiana; Clarence W. Hobbs, 
Massachusetts; Alfred L. Harty, Missouri; 
William E. Tuttle, Jr., New Jersey; Jesse S. 
Phillips, New York. The examination ‘deals 
entirely with questions raised by Samuel Unter- 
myer, as counsel of the Lockwood committee. 
It contains, among other things, some com- 
parisons of the Prudential’s business with that 
of other companies, and to these comparisons 
Nelson B. Hadley, chief examiner for New 
York, refused to subscribe, although not ques- 
tioning the accuracy of the data submitted. He 
believes, however, that the examination of any 
company should be confined to that company’s 
business alone. 

The examination shows in detail the size and 
location of the company’s investments, particu- 
larly its investments in mortgage loans, and 
also relates the entire history of its relation- 
ship with the Fidelity Trust Company of 
Newark, and lastly, gives a complete history of 
the company’s mutualization. The report 
goes into much detail as to phases of the 
company’s business and transactions which were 
brought up by the Lockwood Committee, and 
plainly states the facts in connection therewith. 
In spite of this, however, Mr. Untermyer, in a 
statement to the New York press, characterized 
the examination as a “whitewash.” 

The first section of the report, concerning 
mortgage loans, conclusively shows that the Pru- 
dential carried a very large proportion of its 
ledger assets in the form of mortgage loans; in 
fact, a larger percentage than any other of the 
largest companies excepting the Metropolitan 
Life Insurance Company of New York. Nearly 
the same percentage of its mortgage loans were 
in New York State as the percentage of the 
company’s insurance in force in New York. 

Regarding loans made in conjunction with 
sales of real estate owned by the company itself 
the reports show that there were six such loans, 
and, with the exception of one case, the dis- 
bursements connected with the loans were sepa- 
rate and distinct from the payments for the 
purchase of real estate. 

The report goes into detail concerning the re- 
lationships of the Prudential with the Fidelity 
Trust Company. It describes the details of a 
plan to merge the two companies, a plan which, 
however, was never consummated. Between 
1899 and 1902 the relationships were very close, 
and in 1903 the trust company became the owner 
of a large proportion of the Prudential’s stock. 





In 1904, however, the Commissioner of Massa- 
chusetts objected to the large deposits which the 
Prudential carried with the Fidelity Trust Com- 
pany, and in consequence thereof they were 
very materially reduced, according to an agree- 
ment with that official, which has been strictly 
followed up to the present time. In 1902 the 
Fidelity Trust Company secured within eight 
shares of a majority holding of the Prudential 
Insurance Company's stock. The plan for a 
merger included the acquirement of a majority 
of the stock of the Fidelity Trust Company 
by the Prudential. 

These plans were halted by an injunction 
secured by the minority stockholders of the 
Prudential. 

It is interesting to note that one of the 
earliest efforts of the Prudential to mutualize 
was opposed by Samuel Untermyer and Louis 
Marshall, who, in a brief signed by them for 
the minority stockholders, said: 

So far as the stockholders are concerned, as 
has already been shown, they are entitled to 
their capital, to the accumulated profits, and to 
the earning capacity of the corporation * * * 
To diminish the surplus of the corporation by 
distributing it among the stockholders who are 
willing to sell will necessarily imperil the safety 
of the corporation and lessen the value of its 
shares of stock and the earning capacity of its 
business. 

If it were intended to deal justly by the 
stockholders it would be a very easy thing, 
with an amendment of the statute which now 
limits an insurance company to a capital of 


$2,000,000, to permit the capital to be increased 


so as to allow a reasonable stock dividend to be 
paid to the stockholders, without impairing any 
of the assets of the corporation, which would 
inure to the profit of the policyholders. 

The examination goes into great detail con- 
cerning the various steps which finally ended in 
the mutualization of the Prudential. One of 
the criticisms during the Lockwood investiga- 
tion was that there was considerable outstand- 
ing stock and that a portion of this is held by 
the directors of the company and that they are 
unwilling to surrender that stock. With this 
in mind, the examiners sent to each owrer of 
stock a blank pledge which would give an 
option to the Prudential for the purchase of his 
stock by the Prudential, this option to be con- 
ditioned upon all outstanding owners signing. 
The option was refused by the principal own- 
ers of outstanding stock, representing something 
over 2000 shares. The directors, however, all 
returned their pledges signed, and it thus be- 
comes evident that the only obstacle to com- 
plete mutualization is the failure of the other 
stockholders to surrender their stock. No blame 
can be attached to any of the officers or directors 
of the company on this account. 

The examiners also examined into the method 
of holding policyholders’ meetings, but found 
nothing to complain of there. The meetings 
haye been held entirely according to law. 
Every policyholder has always been given an 
opportunity to vote and all proxies have been 
handled in a strictly ethical manner. Some in- 
quiry was made into the investments of the 
Prudential other than mortgage loans, and this 
disclosed nothing but the usual profits ard 
losses which may be expected in any organiza- 
tion having large sums to invest. The only 
large losses recorded are those in connection 
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with the company’s holdings in the Pere Mar- 
quette Railroad Company. 

The report is completed with a copy of testj- 
mony given to show the interlocking director- 
ates between the Prudential and the banks in 
which it carries deposits. A careful scrutiny 
of the report makes it evident that there is no 
basis for charges against any of the directors 
of the company on this score. 


COMMISSIONERS’ REPORT ADOPTED 


Senate Finance Committee Accepts Tax 
Statement With Some Changes 

The annual statement approved by the Na- 
tional Convention of Insurance Commissioners 
has been adopted by the Senate Finance Com- 
mittee as the basis upon which income tax re- 
ports from all classes of insurance companies 
except life are to be based under the new 
revenue law. To provide for this, the com- 
mittee has thrown out the paragraph first de- 
cided upon, covering this class of companies, 
which it had provided as a substitute for the 
phraseology of the bill as passed by the House, 
and has entirely rewritten this portion of the 


- bill. 


In taking up the insurance provisions of the 
measure, the committee found several things 
not quite to its liking and has made changes in 
various sections. Under one of these changes 
all companies, including life, whose net income 
before deducting permitted allowances is not 
over $25,0c0, will be permitted a flat deduction 
of $2000 in addition to all other allowances. 

Both life and other companies will pay the 
same rate of tax as do other corporations under 
section 230, the committee having decided not 
to specify the rate which insurance companies 
should pay, so that if it is later decided to have 
a corporation tax of a rate different from the 
12'™% per cent provided by the House and the 
15 per cent decided upon by the committee, the 
insurance companies will automatically come 
within the scope of the change without any 
amendment of their sections being required. 

The First Supplement to the Handy 

Guide, 1921 

The first Supplement to The Handy Guide to 
Premium Rates, Applications and Policies, 1921 
edition, has been issued by The Spectator Com- 
pany. This supplement contains new _ policy 
forms of several prominent companies, and the 
terminal reserves on the modified preliminary 
term basis, Illinois standard, for ten- and fifteer- 
payment life, and ten-, fifteen- and twenty-year 
endowment policies, thus bringing The Handy 
Guide fully up to date. 

Copies of this supplement will be supplied to 
those subscribers to The Handy Guide whose 
names appear on The Spectator Company's 
books, at 35 cents each, while the price to not 
subscribers will be 50 cents. The three supple- 
ments to the 1921 edition of The Handy Guide 
will be furnished to subscribers to that book 
for $1. The Handy Guide, with this sup 
plement bound in, will be furnished for $4.35 
for the plain edition and $4.70 for the thumb- 
indexed edition, sent postpaid on receipt 
price. Orders should be addressed to The 
Spectator Company, 135 William street, New 
York. 
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TWO EFFECTIVE INSURANCE AIDS 


Insurance Official Highly Compliments 
Work of The Spectator’s Special Writer 


Recently William T. Nash, the well-known 
writer on life insurance educational matter, re- 
ceived from Homer Guck, assistant to the 
president of the Detroit Life Insurance Com- 
pany, complimentary letters, in which Mr. 
Guck expressed himself as being more than 
ever impressed with the arguments contained 
in the leaflets of The Spectator Company en- 
titled “One Young Man’s Experience with Life 
Insurance” and “The Cost of Dying.” 

The letter follows: 


One YounGc MAn’s EXPERIENCE 


Our office recently received another large lot 
of the booklet entitled “One Young Man’s Ex- 
perience with Life Insurance,” of which you 
are the author and The Spectator Company the 
publishers. I read the text over very carefully 
again this morning in sending out a letter to 
our agents calling their attention to the ad- 
vantages of this booklet. I am more than ever 
impressed with the arguments which you make 
in this book. Not only are the points all well 
taken, but they are expressed in such forceful 
yet simple language that the message certainly 
ought to go over with the average young man. 

For a long time I have felt that your numer- 
ous literary efforts were too largely taken for 
granted by insurance people generally, and I 
simply wish to express an added appreciation 
on my part—the result of a very careful analy- 
sis of your booklet. I am frank to say that | 
went at it cynically and in a critical mood, with 
a desire to find something to complain about. 
Nevertheless, the result was altogether so hap- 
pily conducive to enthusiastic approval of the 
salesmanship argument contained in the book 
that I am constrained to drop a line and tell 
you so. : 

Regarding the value of the leaflet “The Cost 


of Dying,” Mr. Guck writes to THE SPECTATOR: 
Tue Cost oF DyING 

Mr. Avery, one of our best life insurance 
solicitors, is very enthusiastic relative to the 
booklet entitled “The Cost of Dying.” He 
walked up to my desk to-day and wanted some 
additional copies. In fact, he took all the ex- 
tra copies we had left in the vault. I am very 
frank in saying that this booklet saved me the 
cost of engaging an attorney, because it so 
plainly gives inheritance taxation facts. The 
prospect is a $100,000 case, and if I write him 
(which I expect to do within a few days), I 
have this booklet to thank for the applica- 
tion. I consider it invaluable. 

In the Agency Bulletin of the Detroit Life, 
Mr. Guck makes further mention of the first 
leaflet. mentioned, in commending it to his 
agents. Mr. Guck says that two agents of his 
company have been very successful in securing 
applications from young men as a result of the 
use of this leaflet. .For this reason he suggests 
to all his agents that they read it over care- 
fully and promises them a full supply of them 
if they think they can use them. 

These tributes to THe Specrator’s service 
and to Mr. Nash’s writing are well, deserved. 
Mr. Nash has devoted a large part of his time 
m writing educational matter for the use of 
companies and agents, and THE SpeEcTaTor has 
Paid him large sums for this work in the in- 
terest of the further development of life insur- 
ance. THE Specrator recently printed two 
More articles of an educational nature from the 





first two contract years. 





OHIO , INDIANA AND ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced, 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

If your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 

Liberal financial assistance extended during the 


-—Minor Morton, Vice President and Agency Manager 








pen of Mr. Nash for the use of agents which 
are both as well calculated to produce results 
as the ones to which Mr. Guck pays especial 
tribute. “Borrowing from Mary” and “Giving 
Yourself a Chance” are works which no real 
life insurance salesman could be without, and 
without doubt were Mr. Guck to analyze them 
as thoroughly as the ones of which he speaks 
he would be as enthusiastic for them as for the 
others and his agents would find them equally 
valuable in their daily work. 


GUARDIAN LIFE MAKES DENVER 
APPOINT MENT 
A. Norman Dempsey Will Take Up New 
Duties Shortly 

Vice-President T. Louis Hansen of The 
Guardian Life Insurance Company of America 
announces the appointment of A. Norman 
Dempsey as manager of the Guardian’s Denver 
agency, effective October 15. 

For the last seven years Mr. Dempsey has 
been one of the leading producers of the Mu- 
tual Benefit agency at Denver. He is recog- 
nized as one of the most prominent life men in 
the State, being very active in the affairs of 
the Colorado Association of Life Underwriters, 
which body honored him by electing him presi- 
dent for 1921. 

The Guardian superintendent of agencies, 
George L. Hunt, is in Denver this week to be 
present when Mr. Dempsey assumes his new 
duties. The Guardian office remains as for- 
merly at 232-36 Cooper building. 





ASSESSMENT LIFE ASSOCIATIONS TO 
MEET 
Ninth Annual Convention to Be Held in 
Chicago 
The National Association of Mutual Life 
Underwriters will hold its ninth annual con- 
vention at the Hotel La Salle, Chicago, Monday 
and Tuesday, October 24 and 25. 
No set program has been prepared; the meet- 
ings will mainly consist of discussions of cur- 
rent problems. 








Magnolia Life Organizing 
The new Magnolia Life of Jackson, Miss., 
will have a second meeting of its stockholders 
within the next few days, at which time addi- 
tional directors will be elected. 
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UNIQUE CELEBRATION OF FIDELITY 
MUTUAL 


Anniversary of Disability Provision First 
Issued October, 1896 


The Fidelity Mutual Life Insurance Company 
is making a special celebration during October 
of the twenty-fifth anniversary of its adoption 
of the disability provision. The Fidelity Mutual 
was the first company to adopt this provision. 
The idea was conceived by L. G. Fouse, then 
president of the company, and was not adopted 
by any other company for about eight years. 
The provision is in general use in life insurance 
policies of the present time. 


Made $130,000 on Sale of St. Louis 
Company 

It is understood that the International Life 
Insurance Company of St. Louis made a profit 
of $130,000 within five months on the recent 
sale of the control of the Continental Life In- 
surance Company of Kansas City to a group of 
St. Louisans headed by Edmund P. Melson, 
former president of the Missouri State Life In- 
surance Company, and Charles G. Revelle, for- 
mer Insurance Commissioner of Missouri and 
by John W. Cooper of Kansas City, former 
head of the company, 


West Coast Life Shows Gain 


The West Coast Life Insurance Company of 
San Francisco reports a _ substantial gain 
throughout its entire territory for September 
as compared with September of 1920, the Cali- 
fornia business showing an increase of over 
60 per cent. The company is at present in the 
midst of its sixth annual campaign of the 
Golden Harvest, which began on October 1 and 
will extend until the close of the year. The 
field-at-large, which terms itself the “Victory 
Club,” is pitted against California, which has 
been given a handicap of $500,000. 


Leslie P. Dodge, a well known life insurance 
man in Boston and associated with Charles E. 
Townsend agency of the Equitable Life, has 
resigned to go to New York to enter another 
business. Mr. Dodge was a prominent mem- 
ber of the Boston Life Underwriters Associa- 
tion and has been much in the public eye in 
view of his activities in aeronautics. He was 
secretary of the Aero Club of Massachusetts. 
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THE TWO-REPUBLICS LIFE OF EL PASO 


This Progressive Company is Now Located 
In Its New Building—Its Unique 
Methods 
A novel method was recently followed by 
the Two-Republics Life Insurance Company, 
of El Paso, Texas, to awaken the interest of 
business men of that city in their home com- 

pany. Ten successive 


possibilities for the Two-Republics Life, which 
writes sub-standard risks. After sending the 
ten daily bulletins, the information and sug- 
gestions therein given were supplemented by a 
copy of the resolution of the El Paso Chamber 
of Commerce commending the company to the 
public as worthy of approval, support and en- 
couragement. 

The Two-Republics Life has already erected 


any profits earned. The increase in capital is 
necessary to enable the company to meet the 
requirements of States in which it desires to 
take advantage of pending agency contracts. 


A Sporting Proposition 
One of the most necessary qualities in the 
making of a good life insurance solicitor is the 
ability of the man to 





daily bulletins were 
sent to the business 
men, designed to show 
how the existence in 
a city of one or more 
successful insurance 
companies is of ma- 
terial assistance in 
building up the city, 
by securing large in- 
come from other 
parts of the country, 
the funds being 
deposited in local 
banks and much of 
the money being avail- 
able for local invest- 
ment. 

The company then 
gave some facts about 
itself, its standing and 
is income, and 
showed how it could 
be of much benefit to 
the city, if it is prop- 
erly supported at 
home. It asks “What 
would it mean to 
El Paso. property 
owners to have out- 
side capital—lots of it 
—invested in El 
Paso?” and goes on to 
say that “by building 
a successful life in- 
surance company in 
Fl Paso you would 
bring outside money 
here, policyholders’ money, which would have 
to be invested.” : 

It tells also of the huge amounts of income 
which insurance companies have, showing that 
the income of New York city companies, for 
example, was over $739,000,000 in 1920; the 
Hartford companies received over $119,000,000, 
and so on down to the smaller cities, Dallas 
companies, for example, having received about 
$5,500,000. It further showed that it would be 
easy to double the bank deposits of El Paso in 
this manner, and stated that the Two-Republics 
Life has the upbuilding of El Paso always 
before it, being owned and managed by El 
Paso men. It urged citizens of that city to 
patronize it more liberally, and pointed out 
that, in its special sphere, the Two-Republics 
Life has an unequalled opportunity for build- 
ing a big company quickly, its slogan being 
‘every man has an insurability.” 

_ It is stated that $10,000,000 of life insurance 
Is declined by the legal reserve companies every 
working day, jndicating that there are yast 











adapt himself to the 
varying circumstances 
and conditions which 
confront him when 
talking to different 
prospects. William 
Alexander, in his 
latest book, entitled 
“The Prosperous 
Agent,” cites various 
ways in which the 
agent can avail him- 
self of the conditions 
he meets in his can- 
vass. He says: 


The succesful agent 
is not a creature of 
habit. He does not 
adhere to hackneyed 
plans, or get into ruts, 
or imitate the obsolete 
methods of those who 
have outlived their 
usefulness. 

He is fresh, orig- 
inal, ingenious, crea- 
tive, constantly ex- 
perimenting with some 
novelty, always ready 
to adapt his methods 
to ever-changing con- 
ditions. 

He _ has initiative. 
He not only has new 
ideas, but he loses no 
time in putting them 
into practice. 





In talking with a 
representative of THE 
SPECTATOR concerning 








one of the finest and most modern office build- 
ings, which it now occupies, in El Paso. A 
picture of this handsome edifice is presented 
herewith. It is an eight-story structure, modern 
in every respect, and constitutes an architec- 
tural adornment to the business section of the 
city. Before the completion of the building, 
practically all of the available space therein 
had been contracted for upon a basis to yield 
the company seven per cent on its investment. 
The company increased its insurance in force, 
in 1920, 82 per cent and its income increased 
36 per cent. In the first six months of this 
year the Two-Republics showed an increase of 
over 13 per cent in business issued, compared 
with the corresponding period of last year, and 
of this only about one-third was sub-standard 
business, in which the company specializes. 
The Two-Republics is about to increase its 
stock from $125,000 to $200,000. The 750 
shares of new stock are to be sold at $170 per 
share, without promotion expenses, and the 
new stock will share equally with the old in 
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various effective argu- 
ments for the securing of applications, Dr. 
John A. Stevenson, third vice-president of the 
Equitable Life of New York, told of one method 
which had been found successful at times in 
securing the signature of applicants when other 
arguments had failed. Occasionally, when a 
prospect had not responded to other reasons 
offered as to why he should take life insurance, 
Dr. Stevenson has appealed to the prospect’s 
sporting instinct and obtained his signature. He 
would put his proposition on the basis of a 
$1000 policy and would say to the prospect: 
“The company will bet you $1000 to $50 that 
you will die within one year, and if you do not 
die in the first year, will continue to make simi- 
lar bets from year to year through your ex- 
pectation of life. Here is a twenty-to-one 
proposition. If you die your heirs will collect 
the bet of $1000.” 

The bet looks good, at the odds offered, to 
a man of sporting proclivities, and he is very 
apt to accept the proposition. This goes to 
show that there is always a way. 
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One Hundred Million Dollars in the 
abstract is not significant. re 
Ame 

One Hundred Million Dollars rep- Ame 
resenting one year’s paid-for in Ame 
new business by Missouri State Ame 
Life Agents is significant to you as Ame 
an informed Life Insurance man. Ami 
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OTHER SIGNIFICANT FACTS Ha 
Pak 

—A New Accident and Health Department. Hen 

—Free Service of Home Office Group Insur- Bs 

ance Specialists who give you assistance in Cali 

your territory. Ch 

Ceda: 

—A Sales Service Department that has one Cost 

purpose—to increase your sales. Cen 

entt 

—Limit extended to $300,000 on one Life. i 

Cleve 

—Both Non-Participating and Participating bs 

Policies. Color 

Colun 

—Liberal dividends paid beneficiaries in ad- Cole 

dition to monthly income. Conn 

Conn 

—Insurable Age 10 to 65. —_ 

Conse 

—Provisions for Substandard Business. Conse 

ee Conti: 

—Policies that carry every up-to-date feature. Cont 

—Liberal Agency Contracts. Dako 

Detro 

7.24% is the rate of interest earned in 1920 on Hen 

our mean ledger assets. Funds invested in Eeuit 

the safest securities—farm mortgages. Val- Eauit 

ues do not fluctuate—always worth 100 cents Fare 

on‘ the dollar. Farm 

Farm 

OUR AGENTS PARTICIPATE IN OUR PROSPERITY Feer 

ee 

First 

First 

MISSOURI STATE LIFE bee 

og 

Insurance Company cae 

Georg 

M. E. Singleton, Home Office — 

President Saint Louis, Mo. Great 

reat 

Great 

Unless you ‘‘say something’? how will we know you Creat 

are interested? Send for New Booklet of Company Facts. Great 








10 








October 20, 1921 THE SPECTATOR 

































Life Insurance 
= = 
3 Y LIFE INSURANCE COMPANIES IN 1920 Other Li- 
ee = ‘ . NAME OF COMPANY -~— ae 5S oe Tn 
. ‘ e ° NAME OF CO) } on Premiums axes and Taxes 
Tabulation Shows Sums Disbursed by 285 Companies for Guardian Life .....+....+0+ 106,396 36.820 17.917 
Premium Taxes, License Fees and Other er ae settee ee eeees 578 a 22 
pe BWwkewe LG cescusaseeree  yeeens |, Ar  .. Cae! gone 
Government Levies Home Beneficial Association... = ...-.. 89,037 23 ,901 
‘ 7 ‘ , ; PiGMe PONS ESO ci ckeccects = Detecd nh 
In his report to the American Life Convention concerning the taxa- Home Life and Accident...... 9s... 3,516 
: e tees ; : vets es MGMCTL SE, Ta ¥ os.0s se pte 94,765 4,910 
tion of life insurance companies, Sidney A, Foster, vice-president of the yyome Life of America, Pa... 21°238 hi i 
Royal Union Mutual Life of DesMoines, included a table, prepared by xo 8? Life .........-.. aa eee 
IEG NNO areersa ces caedienis 24,516 i 
The Spectator Company, showing the amounts of taxes, license fees, Independent Life ........... 690 2°639 
? Indiana National- .....6 << é«s 2,160 744 
etc, paid by 285 life insurance companies in 1920. This table is pre- Iedianapelia Life... 2.505% 5,426 a 
od be hows that over 2,000,000 re disbursed for the Inter-Mountain Life ......... 6,195 83 
sented below, and shows that ; . < $3 ‘ ‘ bai International Life, Mo....... 55,771 2,045 
purposes named by the companies listed : International Life and Trust.. <«-0lC—COCO!UCR OE ststi‘isé«Cgnwwrwten 
: Inter-Southern Life ......... 15,806 644 
; Ins. Dept. Other Li- Interstate Life and Accident... 1,339 856 
State Taxes Licenses Federal censes, Fees Wits EN. a ciwiceceuee wns 266 542 
NAME OF COMPANY on Premiums and Fees Taxes and Taxes Jefferson Standard .......... 51,378 19,188 
iii Tei t@s-<cclavete cena tea tte, 384.266 15,379 215.730 124.800 John Hancock Mutual ....... 402,811 124,154 
peste eS re sia 23 ai 173 . "505 = 3 Kansas City Life .........-. 88,151 7,352 
American Bankers .........-. 8,160 2,399 3,727 312 Kansas Lite a 875 seeees 
American Central ........... 24,475 8,502 582 1,478 Knights Life ............... 3,042 6 
American Home ........+++ 249 231 Yt ee La Fayette Life ..........-. 3,314 850 
psel ee n ; Lae Obs easels LI77 511 3,545 962 La Fayette Mutual .......... 175 oseeee 
American Life, Ta, .......- 15,357 1,319 7,847 967 Lamar Life ..... sitet eee ees 261 2,488 B56 nee ee . 
Life Reinsurance... 217 558 amends 365 Liberty Life of Kansas...... 276 8850 2,504 nee es 
Mutual ecciccs 0's 673 286 1,388 456 Liberty Life, a teen ences 357 11 
National, Mo. ..... 3,544 3,224 4,418 1,768 Liberty Life, Ta. »..+-00----- seo vns seeeee 
Ame National, Tex. .... 35,113 6,817 44,995 4394 Liberty Life, S. C............ wees 1,157 
Amicibles ike acscenc ero Meee 2,240 <7) Ser eee Life and Casualty ........... 46,650 10,044 
Atlantic Life 35.509 2.945 86.856 1,410 Life Ins. Co. of Virginia..... 110,017 14,901 
Ailes 7 sf es . pm Ka Wai oes ae ie "7 A5 8.831 ae Lincoln National ............ 48,727 4,544 
Baltimore Life ..........00. 17,276 4,124 5,314 10,178 Lincoln Reserve ......+--- +s. 9,460 1,519 
Bankers Life, Ia, .......-..- 185,878 7,426 73,505 1,921 Louisiana State ...-.......-. geet2 BOT BBB we ww 
Bankers Life, Neb. ......... 26,632 3,358 SHIGE cade Manhattan Life .........-..- 28,962 1,531 
Jankers National .......... 0 ees py 214 3,618 325 Manhattan Mutual .......... ioe 22 
Jankers Reserve .......+..05 36,755 4,086 2,095 eee Marquette Life .........---- 1,248 5,755 
Bankers Savings ........+- 156 808 7,413 3,168 Maryland Assurance ........ 1,348 2,029 
Beneficial “Latel s.ocscnsasnces 12,407 877 19,423 299 Maryland Life .............. 8,365 977 
Berkshire Life .........+... 31,382 4,815 18,221 32,663 rp ae poe Mutual ....... 56,118 78,191 
inte rat one 36 9% 2,962 870 Medical Life { .........-.+-. nee es re ee 
a Mo. . — 128 682 aes Merchants Life ............. 30,565 20,496 224 
Business Mens Mutual, N. C. 669 53 1,892 879 Methodist Ministers ......... oe aaa penal 
California State ‘J 19.345 2.733 @aee Jsacsse Metropolitan Life ........... 32,305 919,550 219,371 
Capito! Life j ie Cusine t 15.501 14.085 127185 4,117 Michigan Mutual ........... 31,649 18,295 2,578 
Crile ae 5.390 617 10.321 5,733 Mid-Continent Life .......... 25 Ge «meses 5,695 
Calas Rapids Life ie neal : : : : : 913 872 2,826 1,138 Midland Insurance, Minn..... 4,220 S766 £4 weades 
Central Life Assurance, Ia.. 51,641 3,956 26,183 2,092 Midland Life, Mo. .......... 7,492 6,918 = 
Cortes! Vtle: Fao cscke cen: 897 297 2,351 5 Midland Mutual, Coes ss ot 16,311 91s 
Central States Ind ils 89 1,452 2,018 Withwent -Lle cocccedcascesss 704 5,369 483 
Garedl Crates GMepie se Ys.838 8,251 15.416 323 Minnesota Mutual .......... 34,447 19,464 357 
Gini ie "885 604 2,404 3,206 Mississippi Life ............. 119 °—(i ewe 6,080 
ences Natonali® oa. a. a? 8 cjg NO Missouri State Life. eadanadts PIG GHG  isescexn = (iti CCC‘“C 
Citizens Mutual ¢ .........+ iit ws: Noe.  sasonr pene fentana Biel ses nsec ese ss 21,347 9,530 5,377 
Geccland (hike eed niet ty "9.343 “Y004 5.451 1,474 Morris Pian Ins. | Society..... 1,555 2,261 93 
raclants Titkar nde Gnedatte- 672 4/242 255% 184 Mountain States* ........0.  seeese eeeeee fee eee se eees 
che a gg nae: SONY 23 poe eo Ba 70 Mutual Penefit Life ......... 542,091 272,943 170,808 
b> eee Life ce oohasiedset oracles ae 293 st eee oe Mutual Benefit Society oe 759 3,014 241 
Cotunbia Wifes Ohial -.bseee: "3.092 327 11,271 389 Mutual Life of Illinois ...... sees 1,964 11 
Gslinihin Wate CNGB? co... "961 16 (ne Mutual Life of Baltimore .... 132 9,415 2,608 
po sera go meg Sein a 53.579 6.328 25,824 1,273 Mutual Life of New York.... 1,073,868 1,008,442 261,603 
Columbus Mutual .......... 314 1,009 9,695 SN I once sins s tren — a 1,288 
Commonwealth Life, Ky..... SOASE haces S74ar eemees a mee a shel gla pa ocean 6.665 6 662 "377 
Commonwealth Life, Neb.... 9,483 1,194 10,041 Le RE occa 9 aaa a rye oon , 
Connecticut General ........ 67,554 > 7,197 70,397 57,859 —— Gun “iv wedierse 1373 — 
Connecticut Mutual ........ 143,356 8,843 122,906 163,449 Nationa WUATCIAN . 6+. eee ees onan, usa as aes 
Conservative Life, Ind. 150 192 200 759 National Life and Accident... 150,324 47% 0 
Con ine: Tate Tal... 104 671 @ National Este: Vt. .-......--. 144,230 56,288 94,751 
vader Life. WwW. cae | 5175 3.030 565 55 National Life of Southwest... 2,402 1,573 73 
1 poe 4°981 2'162 7,326 380 National Life of U. S. A.... 58,328 23,219 3,925 
ital Life, Mo. icon 13.652 8.702 7789 2,888 Nevada Sitte EMG fecceciucs || ste cee teecce ae se eee ee 
Continental Life, Del. ..---«: 14.947 2 386 10.172 Li eae New England Mutual ....... 254,105 97,535 : 
Cotton States Life .....+++-- ; 2,342 568 2,368 250 New Jersey Life ..........-. 1,340 <woaas +<nees 
Crescent Life se 48 53 1,136 New World Life ..........-. 11,349 eanteee 2 
Dink Ui eee wel 5 514 843 anage >) =| ae New Y cas Pag ne eee 1,684,262 2,028,435 189,406 
neal ike aad Ameuiie 4 2 632 pee Nisvatt ENO ciccccdiccensss 9 SoeGne <eGleee ##§ <4 cee tes 
4 ase and Annuity. = ba ree 637 North American, Til. EEC ere 25,570 22,773 2,835 
Dashane Jota cee ee 3.802 1,111 G66e © “\2o05e North American, Neb. ....... 2,099 ‘ a baceaars 
Mamobite: 0 oe : 189 146 1,403 North Am. Life and Casualty. 1,195 B42 nee ss 
Elkhorn Life al Maeitenge; |e 162 623 31 241 North Carolina Mutual ...... 15,930 9,7 = ar 
Equitable Life Assur, N. Ye. 1,055,471 6,686 «1,104,655 190,313 Northern Assur, of Michigan. 1.948 5,469 445 
Equital le Life of D. of €. 12,299 765 i. re Northern — W — er rime by st cae “ane 
Equitable Life of Iowa...... 117,134 4,729 47,882 3,667 Northern States, Ind. ........ ,932 roe i 
ton : seeeeee _— 199 61 8 —. —_ esadas § Vanden Py i 
Pesca 7 2.75 3.294 Northwestern Life ........+. sseees 052 e 
i. = Henin 63 Peed bys vise 7.572 Northwestern Mutual ........ 839,318 314,057 625,864 
oe a 7 OMS a sdx se in 2539 "304 2°417 73 Northwestern National ...... 64,971 saw nein “oee 
a a 1983 939 2553 1,562 Occidental Life, Cal. ........ 11,572 14,582 2,8% 
Waitin: 2 fi PO achat 2'913 753 5 600 170  Obio National Life .......... 3,832 1,283 ey 
Federal Lif bid ei Piro 11.605 9 809 8.997 413  Cccidental Life, N. M........ 6,641 4,254 1.936 
abe i ste teeeereeeeees ee "994 a> hee Ohio State Life ............- 1,933 6,998 —_ 
Federal Gae” te a ee 1492 375 294 3,414 Old Colony Life ..... weeeeeee 5,988 7,687 5 
Ratthiy: Mitaales seo. .c 105.912 9.020 31,629 3:173 Old Line Insurance, Neb..... Sean es “ems 
sf it: ae eae : —_— goa } ee Old Line Life, Wis. .....-.-- 4,449 eh = 
First National . ce Cari aees 4,101 850 3.684 1,241 Omaha Life .......+ee+--- 170 ran sae 
First Texas Prudential f gakuen 66 1.035 500 Oregon Life .....-eeeeeeeees te eeee i 
Par Worthi hater oe 924 12,189 3,128 Our Home Life ..-...--e2+++ eee ses tees ss Paper reas 
Frlanki; ae : Craauectaesese cs On4ka) we ti“‘ié‘iC CC Pacific Mutual .....-.--++ees 155.399 88,29! at 
Gary Nation: al ied Fa TS “er "136 557 16 Pan American Life .......... 45.941 oe an ~ 
Gate Cite life poe Health a 8i7 202 9'699 Salada Penn BO Er ar err 526,144 ey 
Gem City Life ¢ 501 ak. |. eae Penn Mutual ........------- 416 1,2 “"ae 
George Was! "'3.564 2,512 1,505 548 Peoples Life, Tll. ...-..----- 204 as aaa 
Girard Lift 5.006 "ae 4.736 1,669 Peoples Life, Ind. .......--. we ae i a oe 
Gould Tnvest Py ee Winky 9) WE wee Peoria Life ...--.eeee seer ees 12,605 1.307 oan 
lig tment and Inms.f.. j= --s«+2 eee oi7 “2.091 3,603 Philadelphia Life ......-..-- 20,090 18,368 i= 
Great American Life 2.12002. lessss 477 169 "20 «Phenix Mutual ..........-+- 126,507 60,028 106,2 
Great eee hern ae | ee 813 9.931 643 Pheenix National Tc cmctetaees © saareraee 0 a ap **<aee 
Great No thern, wa US 1 942 309 2,105 148 Policvholders RaGe ce ane be = jes 
Gan a Si PS ane 1,496 5,667 255 Postal Life .....-..--+++++:- aye by ba 
Great Southern, Ala. ........ 9418 "939 2,442 4,334 Prairie Life ...--..-+++-+++e0s 1,965 ,02 » 
ns it singe >< nema 11°189 1.949 1,099 13,559 Preferred Life + ..---+-++-++> 7 er a 
Great State Life ............ , _ )3O loess ee Preferred Risk Life .......-- 242 852 
RiStesdnciiaess sey : Presbyterian Ministers ......- 847 2,68 - <s 


Guaranty Life 00020222000 "9,542 1,302 8,525 ti 
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The Ending of the World’s Joy Ride 


has not affected adversely FARM MORTGAGES 


They were worth par before the World’s War. They are worth par today 
and will be worth par ten years from now. 


Twenty railroad stocks listed on the New York Stock Exchange sold at 
an average high price of $118.1 in January, 1913. In May, 1921, they stood 
at a low average of $71.26. Twenty industrial stocks which sold at a high 
average of $119.62 in November, 1919, sold in May, 1921, at a low average 
of $73.44. All these stocks represent issues of the largest and strongest 
corporations of the United States. 


The future worth of Farm Mortgages is fixed; the future worth of specu- 
lative bonds and stocks is very problematical. 


Collins Farm Mortgages represent a first lien on a highly productive 
farm in the Southwest, steadily enhancing in value. 


The security is backed by 37 years’ experience and is absolute. You 
can depend upon your interest reaching you on or before the day of maturity. 


Employ your surplus funds safely and profitably. 


Send for our free booklets, ““Why Collins Farm Mortgages are Safe’’— 
“As Others See Us,” and “8% Collateral Trust Bonds” and they will point 
the way. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers 
Association of America 


OKLAHOMA CITY, OKLAHOMA 
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Ins. Dept. Other Li- Ins. Dept. Other Li- 
State Taxes Licenses Federal __censes, Fees : da State Taxes Licenses Federal __censes, Fees 
NAME OF COMPANY on Premiums and Fees Taxes and Taxes NAME OF COMPANY on Premiums and Fees Taxes and Taxes 
Paotective Lite 22.0050 coesse 4,509 925 163 4,866 State Life, Ta. 2.000 .06000 726 520 2,944 667 
Provident Insurance ........ RE tee 669 3,982 471 State Life of Montana....... 2,170 226, 1,008 2,957 
Provident Life and Accident. . 4,147 1,929 439056 © jisak. State Mutual Life .......... 108,776 10,222 45,175 50,842 
Provident Life and Trust..... 221,033 15,464 199,373 Sun Life'of America......... 8,439 1,106 S6390° ~ weeces 
Providers Life 4.4. oe. ss a RPS 2,418 520 Surety Fund Life .......... 3,280 942 1X ere 
Beudential <p. dpeld vile cateitecs 2,397,665 64,877 281,503 Teachers. Ins. and Annuity.... 19 127 a ree 
ENN (HOH caer cisewonee 86 hecaaee?” hl oeaicmear =i Jue. We “leetnaang Texas Life ....... REECE Eee 1,315 806 2,052 
ManO (SAVER ccsscocccstess! seeees 690 7 Toledo Travelers Life... csc. 41 160 897 
Patan LAO. ccxciecidecteccecws ate 2,319 34 102 7 ravelers Sore Sheree Mee REC PEE 23,074 $29,927 208,241 
Quick Payment Old Line..... 50 101 386 Twin City Life ............. 402 i {ree 
Meni tte. TtNE fara c cco ererarcre sine ere 350 1468  #« «@S380%  asev«- Two Republics EMS oc ceciccice 1,017 2,096 2,242 
Reinsurance Life ............ 1,344 912 1,015 57 Union Central Life ......... 32,047 147,713 24,409 
Reliance LMG 4. occ<csnccuces 80,599 4,492 56,486 21,452 Union Life and Accident.«... 205 455% wae Gas 
Reserve. Leatt L@ 2005 2s605 20,188 3,773 2,601 351 Winget ieteccscndstedsaocs aden Seaesdae 9 saeese eee aan 
DeGitOCG SIE) sceie cwwese cece 474 949 227 2,631 Union Mutual Life.......... 3,074 459 7,257 
oman, SEANOGLO) cccccccceess i$ Geeecs  ## Wecede—. 9 -svisanae 9) lscuaee United Fidelity Life ........ 23 0G, ss ksawas 
Reyal Union Mutual ........ 30,803 779 9,922 835 United Life and Accident.... 3,778 7,843 5,055 
St Joseph Bite... ceecc0e oo.5e 965 1,798 15,486 2,733 United States Life .......... 1,036 2,866 1,179 
Ch. Louis: MRNA. oucsccsiccss  Saddas 278 1,196 542 United States National....... MEO = eee eee 
Cen TAGintOnke, wonexecavndes | someate 264 189 617 Universal Life .............. 769 1,121 PEGE 
Geranton: GINO” 5c tinecawe « - 6,624 288 4,197 1.472 Volunteer State Life .....2.. 2,403 2,204 4,182 
Security Life and Trust...... = «ses. 574 1,381 7 West Coast Life ............. 1,696 4,509 152 
Security Life of America..... 16,260 2,358 419 323 Western and Southern........ 6,601 96,766 2.271 
Security Mutual, N. Y...... 32,958 3,416 7,832 796 Wester Eile 5.52.06 ode ue «s 418 190 4,922 
Security Mutual, Neb. ...... 2,448 1,433 rt nr cece. Western Mutual .........-+. 2,449 owadas 
Shenandoah Life .........-.. 6,133 561 5,589 325 Western National ........... 382 78 
Shutheasterta TotkG: css-06.s0 0's ee 262 584 1,125 3,905 Western Rie eo |e eeen 154 14 
Southern Insurance. ...+:<0+020 28 197 1,536 3,066 Western States raid aaa aa erse a 20,498 2.646 136 
Shthern Life and Trust;..... 11.169 1.139 16,317 1,275 Western. U THOM 2... s0ceeeee 20,700 3,728 1,014 
Southern States Life ......<« 12,305 1,632 9,471 10,935 Wisconsin Life .........--«- 798 S60 0-—c (ike OR C™”*tC hes 
Southern Union Life .....22. seers 82 1,635 weno Wisconsin National ......... 3,116 527 1,488 
Sound) EMG? ccwadiccaneas < -eceateas 2,139 21,505  —= .eeeee 2 
Ghuthwestern LHe .cccvcccce  . «nseee 1.239 rity (erent: Rotalaae ejesee sees $17,238,877 $900,608 $10,230,446 $3,878,816 
Grangard Lite. Pile. sc cscase cs 13.123 3,923 ‘ pi by cme 
a el ves Pa.... pte 1.495 5 654 3°198 * No taxes in 1920. In course of organization. 
State Life, Ind. a Ph RE IE 66,097 5,711 25,453 32,552 + No taxes. Commenced business 1920. 


The above table was prepared for Sidney A. Foster, chairman of the Taxation Committee, American Life Convention. 





OFFICIAL RELATIONS 


Social and Business Should Harmon- 
ize, Says Henry F. Tyrrell 


BUT SHOULD BE KEPT APART 





Officials Should Be Approached 
Squarely, Is His Advice 

Henry F. Tyrrell, legislative counsel of the 
Northwestern Mutual Life Insurance Company, 
read the following well-prepared paper on the 
subject of “Relations Between Companies and 
Public Officials’ before the American Life 
Convention. Mr. Tyrrell is a skillful diplomat 


Public 


and his paper proved to be a popular one. Mr. 
Tyrrell said: 
This subject is not of my own choosing. Like the 


ultimate incidental of greatness, it was thrust upon 
me. It properly should be entitled “Relations Be- 
tween Old Line Life Insurance Companies and Public 
Officials,” for it will be treated on that basis, since 
this is essentially an old line life convention. 

There is much that is fundamental in it and more 
that is obvious, but it was thought worthy of con- 
sideration and discussion. So an exposition will be 
undertaken following the frank admission that a mis- 
take was made in choosing its initial expositor. 

One naturally says to himself immediately on 
thinking of this subject, “Our relations with public 
officials are so palpably pleasant and cordial, why boast 
about them?” 

The answer is that there may be some at this con- 
vention who recognize the status, but who do not 
know how it came about nor how it can be per- 
Petuated. They may be interested in an introduction 
to ways and means which amplification will -impress 
upon their minds, 

All such relations as are here under observation 
will be considered as limited to two kinds only— 
social and business, 

These two are so inter-dependent and yet, withal, so 
independent as to be interesting. 

If they harmonize—as they should—everything is 
lovely, but even if it turns out that they clash, a 
Passable and satisfactory status, nevertheless, may 
result, ; 

_ The social relations between a company representa- 
tive and a public official may be the most cordial and 





pleasant, and yet the business relations may be strained 
and unsatisfactory. Contrariwise, the business rela- 
tions may be perfectly agreeable and the social non- 
existent. 

Nor is this incongruous. The identical situation 
exists between the bench and the bar. A lawyer may 
be on the friendliest sort of terms with a judge and 
seldom win a case before him; on the other hand, he 
may not even know the presiding officer and still 
prevail in most of his contentions. 

Social relationships never should influence the dis- 
charge of public duty. 

Mutual responsibilities in life insurance and in the 
judiciary are strikingly similar. Officers of life in- 
surance companies are lawyers, so to speak, for a vast 
clientage of policyholders, while State officials are 
judges of facts and law, frequently having full power 
to hear, try and determine. 

The lawyer, the judge, the representative of life in- 
surance and the public official each has the same re- 
sponsibility and obligation to do exact justice to his 
respective trust. There is one important distinction, 
however, between a public official having supervision 
and control of life insurance and a judge in a general 
court of law. The judge on the bench must begin 
and continue his hearings with Solomonic impartiality, 
while the other public official is perfectly justified pri- 
marily in siding with one of the parties; and it makes 
little difference whether or not that party is proponent 
or opponent, plaintiff or defendent, so long as it 
represents the best interests of policyholders! 

That public official who is not concerned fully as 
much about the true and proper interests of policy- 
holders as are company representatives is not really 
he is merely on office holder! 





a public official 

Men meet to-day essentially as they did ages ago. 
They clasp hands to show that they are unarmed, and 
they bow heads in token of deference. Both of these 
acts indicate a kindly inclination and such really is the 
fundamental spirit, so if it turns out, by subsequent 
acts and deeds, that this elementary principle does not 
fructify, some fault has intervened—the start always 
is an auspicious one. 

In their social relations with public officials, there- 
fore, representatives of companies have the initial pre- 
sumption of a friendly inclination, but this does not 
guarantee, nor even imply, that this will merge into a 
friendly business relation. When pleasant social rela- 


tions exist, however, they have the advantage of pav- 
ing the way, probably, for a more expeditious dis- 
patch of business, with just the possibility of a little 
kindlier consideration, but no company representative 
with discretion would think for a moment of trying 
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to use his social status as the foundation for an official 
mandate. 

But because social relations inevitably do 
when men habitually meet and talk, and because those 
relations do have a perfectly legitimate and support- 
able connection with business relations, it is per- 
missable, if it is not indeed advisable, to know some- 
thing of the technique of meeting men. 

Here is offered a fine opportunity to indulge fanci- 
ful flights into the realms of scientific salesmanship 
and successful psychology, but the impulse to embrace 
that opportunity will be overcome by the prospects of 
a more sensible voyage into the kingdom of good, 
old-fashioned common sense, the golden fules of which 
are much more practical and effective than all the 
theoretical formulae ever devised. 

There is a good deal of errant nonsense, anyway, 
about the rules of scientific salesmanship and of suc- 
cessful psychology, so let us proceed on the theory 
that public officials are just common, ordinary human 
beings, capable of liking and disliking, “even as you 
and I,’? and that no other or different methods are 
necessary to meet them than are necessary to meet the 
superintendent of a Presbyterian Sunday school or the 
keeper of a country tavern. 


result 


In meeting all men with whom one has reason to be- 
lieve that he is likely to have social and business 
relations there are a few fundamental requisites, but 
time will be taken to consider only one or two of the 
most essential. Standing foremost 
ability to size up your man and to govern yourself ac- 
cordingly. This is the biggest and strongest factor in 
the forming of successful and satisfactory relation- 
ships, without doubt. 

The well-known human race is a complex institution. 
It is composed of persons of different characteristics, 
of various likes and dislikes, of divergent fancies and 
fads, of manifold business and social interests, and he 
who meets the male contingent of the human race suc- 
cessfully is he who sizes up his man and then ac- 
commodates himself with discretion to time and topic. 

The successful meeter of. men is an opportunist, in 
that he gives and receives with keen and diplomatic 
discrimination, never offending, but frequently enter- 
taining; often offering a timely and gracious sugges- 
tion discreetly; never overstepping the ‘bounds of pro- 
priety; only discussing business when invited to do so 
and gracefully retiring when his good sense tells him 
that course is timely. 

Gentlemen, 


is the necessary 


the saddest male specimen in all 
Christendom is the unconscious genius who knows 
neither time, place, nor occasion: who merrily stalks 
where discretion hesitates; who gaily obtrudes his per- 
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sonal business upon men fed up with official prob- 
lems at times which a child would realize were in- 
opportune; who is about as interesting as a bearded 
lady and as tiresome as an old maid; who tries to be 
a good fellow, but turns out to be a beastly bore— 
the most dreaded and horrible of all human disasters. 

Boiled down to a tincture, the genius who has the 
art of approach is he who always—at all times and in 
all circumstances—“‘sizes up his man” and “talks the 
language of the tribe.” 

This requires neither knowledge of salesmanship 
nor insight into psychology—it is a gift! 

How often it turns out that the common, ordinary, 
garden variety of chap from a small town makes 
many estimates, while his smooth, well-groomed 
brother from the city frequently goes unfriendly away! 

“As a man thinketh in his heart, so is he.” 

The crude, uncouth fellow probably reflects soul, 
while the polished, sophisticated man only exudes 
superheated atmosphere. 

So much for the personal relations. When it 
comes to considering the business relations between 
company representatives and public officials, the entire 
scene shifts. 

Sccial relations with public officials are personal 
privileges; business relations are representative func- 
tions. 

Life insurance officials have a perfect right to seek 
gratification of selfish desires along legitimate lines 
from public officials, but they properly cannot invite 
consideration of business problems except along the 
broad lines of public policy. No representative of a 
life insurance company has a right to ask a business 
favor of any public official either for himself or for 
his company, neither is he privileged to request any- 


thing which does not accord with the general welfare 
of the institution of life insurance. He must seek 
constructive results, not personal advantages. He must 


have for his first consideration always the paramount 
interests of this splendid solidarity which, in the final 
analysis, makes no petty distinctions of kind, classi- 
fication or character, but which stands four-square for 
the protection of the rights of policyholders, be they 
of companies which are mutual, stock or mixed! And 
by the side of the good company representative will be 
found standing, with both feet upon the ground, the 
good public official. 


CoMPANY OFFICIALS WELCOME 

One ought to have no hesitancy whatever in going 
before a public official with a supportable institutional 
problem. Besides being equally interested jin its 
proper solution, the public official has the further in- 
centive to make good with his constituency, and any 
public official who really does make good invariably is 
one who meets company officers courteously, listens to 
their pleas intently and determines his own course 
honestly. Such a public official always prefers to build 
up rather than to tear down, and that ought to be the 
common spirit. 

The legislator who is afraid of a “lobbyist,” by that 
same sign writes himself down as scared of himself, 
and the insurance commissioner who does not listen to 
the company representative who comes before him with 
a legitimate and supportable proposal, on which he is 
duly prepared and which he can properly present, is 
of the same general type, but perfect candor and 
simple justice demand the explanation that just at this 
time there “aint no such animal.” 

This remark is not baldly dragged into this paper 
nor is it made with any other than the perfectly 
Proper intent to give credit where credit is due. It 
emanates from personal knowledge and proceeds from 


grateful appreciation of the splendid services which 
the members of the National Convention of Insurance 
Commissioners have been justified in rendering the 
institution of life insurance. By their example as 
public officials they have imposed upon representatives 


of companies the grave but proper responsibility of 
Meriting their continual consideration and approval. 

Never try to “put over’ anything of a business 
nature on a public official. It may be that by subter- 
fuge or the use of cunning methods one occasionally 
May win a point, but the advantage is ephemeral, 
Senerally, and disastrous, always. It reacts discredit 
upon the company and its representatives and tends 
to break down confidence. It is bad business. 
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PREPARATIONS FOR LIFE PRESI- 
DENTS’ MEETING 
“Life Insurance—A World Safety Zone,” 
the Theme 

In order to summarize recent developments 
in the life insurance field and provide for their 
adequate discussion at the fifteenth annual con- 
vention of the Association of Life Insurance 
Presidents, to be held at the Hotel Astor, New 
York, on December 8 and 9, special statistics 
will be compiled from exact company experi- 
ence. The departments covered will include 
policy loans, new business, distribution of pay- 
ments to beneficiaries, and investments. Dis- 
cussions interpreting these statistics and the 
addresses of those from fields outside life in- 
surance will epitomize the general theme of 
“Life Insurance—A World Safety Zone.” 

The international character of the subjects to 
be discussed will be emphasized also by the 
presence of Herbert C. Cox of Toronto, Ont., 
as the presiding officer of the convention. Mr. 
Cox is president and general manager of the 
Canada Life Assurance Company, long a mem- 
ber of the association. Since the World War, 
the Canadian membership of the association has 
greatly increased, creating closer contact of 
life insurance business on both sides of the 
border. 

The National Convention of Insurance Com- 
missioners will meet in New York the same 
week as the life presidents, the dates of the 
commissioners’ sessions being December 6, 7 
and 8. The Association of Life Insurance 
Counsel will likewise meet that week in New 
York, its dates being December 6 and 7. 





An Argument That Won 

“Myder, I don’t need insurance. If I die my 
family will be able to spend seventy-five per 
cent of the money I now earn. If I become ‘a 
wreck I can live almost as well as I do now. 
I am as nearly secure as it is possible to be in 
this world. I don’t want to spend all of my 
time, energy and money on precautions, so 
why—” 

“Are you interested in philanthropy or any- 
thing that will preserve your memory?” 

“Not in the least. When I’m dead I don’t 
care if they throw me on the junk pile.” 

“I believe you are misrepresenting yourself. 
May I try to show you in what way?” 
“Since you show a nice respect for my feel- 
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ings, I'll give you a few minutes. Go on.” 

“You're a banker, Mr. Kachman. You have 
just said that you could quit work now without 
modifying your style of living. Why don’t 
you?” 

“Suppose I answer that I have what appear 
to me to be first-class faculties, that I enjoy 
making them do*their best, and that it seems to 
be the nature of a man’s mind to want to con- 
tinue in a state of activity?” 

Mr. Myder drew the chair in which he was 
sitting closer to the banker and put a hand on 
his arm. “You have stated the case admirably 
and in something like the way I hoped you 
would. Even if life were a bit monotonous at 
times, you wouldn’t commit suicide just because 
you can’t get interested in the idea of stopping 
something that has a strong inclination to go 
on, would you?” 

The banker hesitated, ran his hands through 
his hair and replied, “I don’t believe I would.” 

“Well, you don’t have to annihilate your in- 
fluence and refuse to have anything to do with 
the future, because you die, any more than 
you need kill yourself or begin loafing now. 
You are not a quitter to-day. Why be one in 
twenty-five or thirty years from now?” 

Kachman winced. “That touched the spot, 
Myder,” he confessed. 

“You have keen faculties,” Myder continued. 
“You do everything well. I take off my hat to 
you. You are alert, ingenious and have all the 
qualities that most of us admire in successful 
men. Would you consider throwing a dead 
body upon a junk heap a specimen of what 
fine faculties can do?” 

“Myder, you’re taking the hide off. What 
do you suggest?” 

“Take $50,0co life insurance and found a 
library when you die. Die as you have lived— 
always with the idea that your desires, your 
purposes, must go on. Found an institution 
which will show that while you had breath in 
you, you lived in a way that was consistent with 
your character. Don’t throw a million-dollar 
set of brains upon the scrap heap.” 

“IT can’t beat that kind of talk, Myder. I 
guess we'll have to build the library.” 





—‘‘Pep” is the title of a little paper published by 
men of the Beaumont (Tex.) district staff of the 
National Life and Accident Insurance Company. As 
its name indicates, it is full of enthusiasm and good 
advice. ——s 
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WRENCH CHUCKING 


Do Not Throw Them Into the Wheels 
of Life Insurance 


AN IMAGINARY COMPANY 


The Allied Life Assurance Company, Not 
Limited, Which Was a Monopoly 

A particularly well-known lawyer, and one 
whose services are frequently valuable to the 
public, is quoted as saying, referring to both 
fire and life companies, “the insidious subter- 
ranean influences of all-powerful life and fire 
insurance companies’ interests, with their ex- 
perienced lobbies, etc.” 

Now, such statements as here quoted are 
read by the public and the idea is gained that 
nature somehow life insurance is a 
crooked business, and such statements, of 
course, make the work of all life agents more 
dificult—and the work of converting men to 
the need of life insurance is difficult enough, 
goodness knows! 

In a certain far country, say a State by the 
banks of the Milky Way, things were so topsy- 
turvy that life insurance companies were actu- 
ally formed to make money, and like most 
commercial concerns in this good old U. S. A., 
these companies were allowed to make all the 
money they could. 

Of course, under such circumstances, only 
one thing happened. A trust of trusts was 
formed, and, it being seen that life insurance 
was one of the greatest of man’s necessities, it 
was not only proper but a holy thing to make 
men pay the very maximum that could be dug 
from their pants: For if life insurance was so 
necessary, and the need was indeed imperative 
for most men, here was a field for modern 
methods that would make a cigar, candy, or 
drug combine look like thirty counterfeit Ger- 
man marks. 

Gradually the “Allied Life Assurance 
Company,” as it was called, became closer and 
closer in its affiliations, until one vast over- 
bloated monopoly of life insurance controlled 
the life field. The officers of the stupendous 
Concern lived in vast palaces; their steam 
yachts, costing millions each, were a thing to 
make » yacht lover water at the mouth; their 
art treasures exhausted all the museums of 
that for country.. It was said of one of the 
Officials that he and his family dined from 
Plates «f gold, each plate edged with rubies 
and sapphires, 

Of course life insurance, in this far country, 
became more and more expensive and benefits 


in its 


granted in the policies became year after year 
less and less. ’Tis ever so with real monopoly. 
Yet, and it was based on the makeup of the 
human kind, people would have life insurance. 
It almost seemed that the more expensive life 
insurance became the more it was wanted. And 
it is known that a very costly article will at- 
tract many to buy, when a cheap but valuable 
article goes begging for an owner. 

Now, in that far country there was a learned 
man, and because of his learning, which was 
of a practical kind, he was elected to serve for 
ten years as supreme ruler. For there the 
kings are so eleeted every ten years. And the 
new king, having a great store of practical 
wisdom, decided that there was something 
rather wrong with the business of life insur- 
ance, and with the “Allied Life Insurance 
Company, Not Limited.” So he began a per- 
sonal investigation, and this is what he dis- 
covered: That the business of life insurance 
was not really a business at all. True, it was 
a piece of business machinery, but if you ex- 
amined into the theory of the mechanism you 
would find that it was, and fundamentally, a 
means for gathering what would otherwise be 
squandered and conserving the gathering and 
distributing to those who needed the distribu- 
tion. Unlike, for example, a mining concern, 
the so-called business never really produced 
money or value, merely gathering and dis- 
tributing. A great light broke on the prac- 
tical king. But the light wasn’t strong enough 
to show how to go about making a reforma- 
tion. 


In U.S. A. 


At length the king heard that there was a 
distant country called the earth, and in that 
country a fair province called the United States, 
and that there life insurance matters were 
ably managed; that there life insurance was 
very cheap; that there benefits in policies be- 
came more and more liberal, and that there 
the officials of the companies were generally 
men of modest means, or if they had much 
money it had been made by investments out- 
side of any connection with their daily work. 

So the king himself, who became vastly in- 
terested in life insurance, journeyed through 
space and made a personal investigation of all 
he had heard of the business of life insurance 
as conducted by American companies. Every- 
thing agreed precisely with the rumors that 
had come to the king. 

Back to his country the king went, and soon 
everywhere throughout the kingdom grew up 
life insurance companies, founded upon what 

(Continued on page 18) 
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SQUASH THE TWISTER 


Most Despicable of All Men in Life 
Insurance Business 


SHOULD BE REPORTED TO DEPART- 
MENT 


Offense in Many States Results in Agent’s 
License Being Cancelled 

A “twister,” in insurance language, is an 
agent who goes to a policyholder of any com- 
pany and induces that policyholder to drop the 
policy which he already has and take out a 
policy in the company which the “twister” 
represents. To accomplish this purpose he uses 
every artifice at his command to disparage, un- 
derestimate and underrate the company in which 
the policyholder is already insured. 

In doing this the “twister” does not hesitate 
to lie, to misrepresent or to defraud. He is not 
in the least interested in the policyholder. The 
main object in his life, disregarding every con- 
ception of honor, is to secure a commission 
from the premium which he will receive when 
he succeeds in “twisting” a policy to his com- 
pany. He is the most despicable, dishonorable 
and contemptible of all men in the profession 
of insurance. He is untrustworthy, and not a 
word he utters is to be relied upon. 

If any policyholder in any State is ever ap- 
proached by an agent with the suggestion that 
he drop the policy which he already possesses 
and take out another with the agent, first secure 
the agent’s name and address, then, with scant 
courtesy, let him be driven from the house, and 
then send his name to the insurance department, 
which will take measures to cancel his license. 

If any doubt at any time arises in the mind 
of any policyholder that his policy is not what 
it should be, or that the company is not in a 
solvent condition or able to carry out its con- 
tract, send the policy under registered mail, or 
write to the department, and ask for the names 
of two or three reputable insurance men in the 
city in which the policyholder resides, and con- 
sult them, but never, under any circumstances, 
have any business dealings with the “twister,” 
for he is a pirate in the sea of insurance, the 
Indian on the warpath, scalping friend and foe 
alike. 

In the scale of humanity, with total depravity 
as the minimum mark, he would be compelled 
to climb a hill to catch up with Judas Iscariot. 
No language can be too strong, or even lacking 
in dignity, which will waken the residents of 
the State to a knowledge of their rights under 

(Continued on page 19) 








Wrench Chucking 


(Continued from page 17) 

the king had learned. And in time the bloated 
allied concern broke, and its risks were 
assumed by the State and turned over to the 
new companies. The cost of life insurance 
became what an actuary would call normal, 
and the benefits incorporated in policies be- 
came every year greater. 


No WreENCH THROWING 


The business of life insurance as conducted 
by American companies needs to-day no 
guardian other than the State. A tree should 
be judged by its fruit, and if we judge Ameri- 
can life insurance by its fruit, it is to-day a 
singularly perfect kind of tree. 

Year after year, decade after decade, policies 
have become more and more liberal. In a 
measure this has been due to the State, but 
only in a measure. Most of the liberal fea- 
tures to be found in modern policies originated 
in the brains of company executives, and the 
modern tendency is constantly to increase the 
liberality of policy contracts. 

As to the cost of life insurance! Even 
fifteen years ago, what did we pay for shoes, 
for beef, for everything, including rent? If 
life insurance premiums had followed the 
soaring of all other things whatsoever, pre- 
miums to-day might be double what they are. 
Indeed it can be said with truth that when we 
open a rate-book and look at the premium 
charges we are looking at the one and only 
figures which have remained practically what 
they were for an article a generation ago. 
And when you consider what is granted for 
these charges, we beg leave to throw our hat 
in the ring, saying, “Gentlemen, if you think 
you can do the thing better, come in and make 
a stab at it!” 

But while we say this, and invite constructive 
ideas as to how to make life insurance better 
and cheaper, at the same time we say, “No 
monkey wrenches in the mechanism.” It is a 
very delicate mechanism. A monkey wrench 
amid the wheels of a life insurance company 
has been known to throw that company into 
a receiver’s hands, with benefit to nobody and 
great injury to a multitude. There is nothing 
more sensitive to monkey wrenches than this 
business. It takes years and years to build up 
confidence in such an institution, and cast a 
doubt on its integrity or stability and you 
have been a Samson at yanking away support- 
ing pillars. 

We repeat, no monkey wrenches. The agent 
has to meet nearly every kind of an argument 
against life insurance. Men prefer to spend 
their money for cigars, for autos, for pro- 
hibition whiskey, for dabbling in the stock 
market than for provision against their own 
demise. This is natural, for’it’s difficult to 
realize your own death. But when any well- 
known man arises in meeting and says what is 
quoted in the beginning of this article, he has 
the penury of many widows and orphans on 

his conscience. 

Words like that are a pleasing excuse for 
Mr. Careless and Mr, Spendall and Mr. Foolish 
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handle such an agency. Address 


Exclusive, care of The Spectator 








not to put any of their stuff into a plan of pro- 
tection for their families. 

If, then, you have monkey wrenches, pray 
consider what you are doing when you throw 
them into the mechanism of life insurance. It 
is not the officials of life companies you injure 
with your wrenches. You are injuring the little 
madam and her kids in the cottage on the 
corner. You are injuring scores and scores of 
women and hundreds and hundreds of children. 
You are, whether you injure the companies or 
not, making the agent’s task more difficult. And 
that means you are materially detracting from 
the protection against want, against misery, 
against immorality—against all those things 
which are the destructive demons of human 
happiness. 


THE CHILDREN’S HOUR 


Idea of Monthly Income Policy Occurs to 
Fond Parent 


By Irvine Loes 


“Between the dark and the daylight, 
When the night is beginning to lower, 
Comes a pause in the day’s occupations, 
Which is known as the children’s hour.” 


It was “Children’s Hour” in my home. I had 
come home at 5:30 P. M., a little earlier than 
usual, and found my wife, with my two little 
boys, aged five and three, in the library, reading 
some funny stories to them. Never had a 
reader a more attentive audience, never an 
audience a better reader. I motioned my wife 
not to stop and became one of the audience. 

Never as at that moment did the word home 
seem so dear to me, so close to my heart. As I 
saw the joy of my little boys, and then noticed 
the reflection of their joy in the face of their 
mother, I could not help thinking what the 
breaking of such close family ties would mean, 
especially to the children. In other words, I 
was wondering what would happen to my 
family if anything ever happened to me. 

I was an architect earning $8000 a year, liv- 
ing well, not able to save very much. I was 
wondering how I could best protect them. Sud- 
denly the idea came to me—what could be bet- 
ter than a monthly income policy? If anything 
happened to me, my wife and two little boys 
would receive a monthly income, each one, for 
life—not large, but sufficient to keep up that 
jnstitution closest to the heart of childhood, 
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the “Children’s Hour.” And if nothing hap- 
pened to me, when my boys reached the age of 
eighteen they would receive a monthly income 
sufficient to give them a college or professional 
education. 

“ [Copyright, 1921, by The Spectator Company, New 


ork. Companies and general agents desiring to use 
this article, please communicate with Tue Spectator] 





Pueblo Flood Resulted in Three Claims for 
New York Life 

Three policyholders of the New York Life 

Insurance Company of New York lost their 

lives in the recent Pueblo flood, causing a loss 


of $7000. The claims were those of a railroad 
fireman, who was insured for $1000; a farmer, 
who was insured for $5000 under the double 


indemnity provision, and a skilled mechanic, 
who was insured for $1000. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

NERO cd, 5 ciacaieiehssercvotaiarcieisteieie oe $128 .05 
Twenty Payment Life........ $167 .19 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 











Home Office, United Life Bldg., Concord, N. fi. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA | 


DES MOINES, Iowa. 


REINSURANCE ONLY 


Full Coverage 

















Federal Life Increases Business 

During September—Hamilton Month—the 
volume of new business produced was approxi- 
mately twice the volume of production for 
August, and considerably greater than the 
volume of business produced during September, 
1920. During September the Federal had a 
larger number of actual producers than ever 
before in the history of the company. 


Madison Life Underwriters Meet 

The Madison Life Insurance Underwriters 
Association held its first monthly meeting last 
week, at which time committees for the en- 
suing year were announced. A. C. Larson, 
former president of the association, gave a re- 
port of the meeting of the National Associa- 
tion at Cleveland. 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





sie: 
HOME OFFICE 


Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EUGENE TANKE, President 
W. C. DIXON, Secretary 














Perez F. Huff Returns from Europe 

When Perez F. Huff, general agent of the 
life department of the Travelers Insurance 
Company of Hartford at New York, recently 
returned from abroad he was accompanied by 
Augustus Stone, formerly assistant manager of 
the Sun Life Insurance Company of England, 
who will become associated with the Huff 
Agency. 

Mr. Stone has had sixteen years’ experience 
and occupied a very prominent position in the 
life insurance world of England. 

Both Mr. Huff and the Travelers are to be 
congratulated on such a splendid acquisition. 


Bank Has Insurance Plan 

The Security National Bank Savings and 
Trust Co., St. Louis, which will soon be 
started, will make no commercial loans, but will 
invest deposits in securities for trust compa- 
nies and savings banks. It is understood that a 
plan has been worked out by which a savings 
deposit can save a fixed amount in a specified 
time, and if the depositor dies before the full 
amount has been saved, the difference will be 
paid to his estate by an insurance company. 
This plan has been operated by a Pittsburgh 
bank is conjunction with a life insurance com- 
pany and has also been adopted in California. 








Squash the Twister 
(Continued from page 17) 
the laws of the State and the dangers threaten- 
ing them through unworthy insurance agents. 

In Chicago a twister who is very active at 
this time relies on the telephone for his leads. 
He calls up a selected list of men, and as 
quickly as possible finds out whether they carry 
$25,000 of life insurance. If less than this 
amount is carried, interest in the policyholder 
ceases, but if $25,0co or more is in force the 
request for an interview is made on the plea 
that it will be possible to cut the premiums in 
half and still furnish the same amount of life 
insurance. 

During times like these, when the high cost 
of living is forcing policyholders to make re- 
trenchments and to cut down every possible ex- 
pense, there is a danger that existing life insur- 
ance may be lapsed, or, under the influence of a 
twister, revised to the detriment of the policy- 
holder.—A merican Central Megaphone. 
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RIGHT UNDERWRITING 





Co-operation Urged by A. Manton 
Chase at Providence 





ADDRESSES RHODE ISLAND AGENTS 





Declares Good Impression Must Be Left 
With Prospect 


At a meeting of the Rhode Island Insurance 
Underwriters’ Association held in Providence 
last week, A. Manton Chase of Providence 
read a paper “Co-operative Underwriting.” In 
part he said: 


The function of the life insurance profession is to 
underwrite the needs of America. There is scarcely 
an economic or social problem that cannot be ma- 
terially assisted if not entirely solved by the service 
of life insurance. The quicker the American people 
are educated to believe this wholesome fact, the better 
for us as a nation, individually and collectively, in 
facing the difficult problem that is baffling our states- 
men to-day and are threatening with their menace 
the very root of our civilization, our birthright or 
Democracy—even our private rights, our homes, our 
wives and our children. 

The United States is the oldest republic in the 
world and to date the most successful, yet we are but 
an experiment. The eyes of the entire world are 
turned toward the United States, and on us hangs 
the destiny of the entire world for eons to come. 
Will the world be governed by ignorance, avarice and 
greed, or will the generations yet unborn be high- 
minded, educated, orderly beings who live by con- 
science and practice the Golden Rule? 

What has life insurance to do with this? The unit 
of civilization among all the nationalities but one is 
the home. This one exception is Russia, where the 
community is the unit. Can you imagine a life insur- 
ance company flourishing in Russia? The institution 
of life insurance has to do with the home. 

This hideous menace that threatens us is that of 
ignorance and lust for power among a class to be 
found in great numbers, well organized in prac- 
tically every quarter of the civilized globe, whose 
ranks are recruited from the ignorant of every race, 
whose half-baked minds see in the insidious propa- 
ganda themselves elevated to a position of dominance 
but who are incapable of fulfilling the responsibilities 
of this situation. 

There is no room in the minds of the thrifty, self- 
respecting element of our population who sense re- 
sponsibility and are eager to assume it. For the 
agitators, weird theories. These people are the vast 
army of our insurance policyholders, who, in order to 
fulfill their responsibilities to themselves, their families 
and the State, have distributed the burden of their 
economic loss among themselves scientifically through 
the good offices of our great life insurance com- 
panies. It is your job and mine to gather recruits 
to this mighty army and swell its number until 
ignorance and selfishness are crushed out. 

Our success in this enterprise will depend largely 
on the altitude of our profession, the confidence and 
respect we create among our prospective recruits. It 
is our job to elevate ourselves to a position beyond 
reproach and to so educate ourselves in our profession 
as to be worthy of the great trust imposed upon us. 


————————— a 
Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of a ate urance and 
Prepare the way for a personal te close the appli- 
cation. Mere than 400 esmen are using HMiil’s 
sales creating lettera for life, accident, partyership, 
corporation and fire business. An cem- 
any official writes, “‘Am well pleased with the letters. 
hall be able to make effective use of them.” Re 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 








































Our system of individual ac- 
counting is distinct from any 
plan of life insurance on. the 


market. Its justice makes an 
immediate and forceful appeal to 
the prospect. The accumulation 
of funds over the mortuary and 
expense. accounts is another orig- 
inal and striking feature. We 
offer you the opportunity to make 
a connection which will give you 
every possible advantage in point 
of attractive goods. 


Guaranteed Equity 
Life Company 
W. W. KREAMER, Pres. 
127 N. Dearborn St. Chicago, Ill. 







































Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Imsurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS, 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company, 
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Herein lies the principle of co-operative underwrit- 
ing. Our attitude toward one another will inspire or 
destroy confidence in us as a profession. “Live and 
let live,” should be our motto, lest we appear to our 
prospects a wrangling bunch of money getters, more 
interested in personal gain than in satisfying the de- 
mands of their problems. 

The basis of every sale is a need. If we will keep 
this uppermost in our minds and do our utmost in 
each case to satisfy our prospect’s needs to the very 
best advantage there will be no opportunity for 
wrangling or throwing mud at our competitors. Did 
you ever notice that the mud thrower is always in 
competition and seldom ranks among the real pro- 
ducers? The sooner we educate people to the fact 
that all old line life insurance companies are good, 
and quit this ridiculous squabble over ‘‘net cost’ 
and sell real insurance service and not premium rates 
and dividends the sooner will we become real useful, 
respected, representative underwriters. We are selling 
a commodity that is good, it costs about the same 
wherever bought and a wrangle over premium rates 
or dividends merely distracts the buyer from the real 
important issue of underwriting his needs. This de- 
plorable practice usually loses to selling service, or it 
drives the prospect away from insurance altogether, 
quite disgusted with us in general, and he never buys. 
Personally, I have little time for such discussions in 
competition. I have long since learned that selling 
service pays bigger dividends. 


Bankers Life Shows Gain 

The Bankers Life Company of Des Moines 
passed the one hundred million dollar mark on 
October I in its total of new examined business 
since the first of the year. The Bankers Life 
is forty-eight days ahead of its production 
schedule for 1920, when the one hundred mil- 
lion dollar mark was not passed until Novem- 
ber 17. The final total for last year was one 
hundred and fifteen million dollars. This year 
the total production will far exceed the record 
of 1920. 

The Bankers Life Company has showed a 
gain of new business production for every 
month of the year to date, and has been pointed 
out as the only life insurance company in 
America writing business at the rate of one 
hundred milliqgn dollars a year or more which 
has registered a gain as compared with last 
year. With three months of the year ahead, 
and with the company at least a month and a 
half ahead of its record production of 1920, 
a new record of at least one hundred and thirty 
million dollars for 1921 seems assured. 


Ben Hyde Starts as Missouri Insurance 
Commissioner 

State Superintendent of Insurance Ben C. 
Hyde will hold his first hearing in St. Louis on 
Wednesday, when the case of Richard C. Nash, 
deposed insurance agent, will be considered. 
Nash was an agent of the Aitna Life Insurance 
Company and his license was revoked by the 
State Insurance Department about a month ago 
on a charge that he had been guilty of “twist- 
ing insurance.” “Twisting insurance,” it is ex- 
plained, is the act of inducing a policyholder in 
an insurance company to cancel a policy in that 
company and take one in the company repre- 
sented by the “twister.” 


—F. T. Johnson, one of the leading salesmen of 
the Chicago agency of the Bankers Life Company of 
Des Moines, has been appointed agency manager for 
a territory of six counties in northern Illinois, with 
headquarters at Elgin. He began work in his new 
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Personal! 


It’s the personal, 
friendly spirit that 
makes the Peoria Life 
Happy Family of 
Successful Agents. 


HE PEORIA LIFE 
gives SERVICE to 
its policyholders and 

to its agents. Its sound 
methods and good reputa- 
tion are giving it a steady, 
healthy growth all in the 
Middle West. It insures 
men and women on equal 
terms. Policies are up to 
date in every respect, and 
contain liberal and attract- 
ive features which make 
them sell. | 


It is developing new terti- 
tory in the Central West 
and has good positions for 
good men. : 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 


Fourteenth Year 
$65,000,000.00 in force. 
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Planting and Raising the 


Insurance Crop 


For an insurance man to work in a territory that 
is unprepared, is like trying to raise a crop on land 
that hasn’t been plowed. You get little return 
from the seeds you plant in such ground. 


A General Agency Contract, direct with the 
home office is little advantage to the field man, 
without territory, system and cooperative company 
support. 


CENTRAL LIFE 


PREPARES the way, and works for and with 


its agents, first, last and all the time. 


Its agency service system is not an experiment. It has built under 
General Agency of Ability, successful winning organizations. 
This SERVICE with territory and the direct General Agency 


Contract, makes a winning combination for the field man. 


These are FACTS NOT FANCIES. .A record beats a prom- 
ise. Central Life points to a record of twenty-five years’ pro- 
gressive, aggressive service. This past performance is your best 
guarantee for the future. 


The ambitious insurance man may count on cooperative spirit, 
systemized Agency support always. 


Write for details of our liberal General Agency Contracts. Our 
intcrests are mutual. We win with you. Let's team up. 


CENTRAL LirFE ASSURANCE SOCIETY 











OF THE UNITED STATES (MUTUAL) 
DES MOINES, IOWA 














FITTING THE PROSPECT 





Agent Should Meet Needs of Insured 





SOME THINGS TO AVOID 





Advice from “The Art of Selling,’ by 
John S. Tunmore 


To the new agent, it is often difficult to know 
just what form of policy should be sold to a 
client in a given case, or how properly to supply 
his insurance needs. Having a fair working 
knowledge of the contracts of your company, 
here are a few general rules to follow: If your 
prospect is under 45 or 50, give him a limited 
payment policy—that is to say, not an ordinary 
life. The younger he is, the more reason for 
favoring an endowment, since that matures dur- 
ing his later years, when he in all probability 
will need the money. From 50 to 60—either a 
ten, fifteen, or twenty payment life is apt to 
be attractive, if not an ordinary life. From 
about 55 on, many favor the straight life plan, 
unless a ten or twenty premium should be de- 
sired. Do not forget, however, the advantage 
of the endowment, as there is very little dif- 
ference in the premium between the endowment 
and life at advanced ages. 

In a discussion between two prominent in- 

e surance men of long experience, the remark 
was made that they had rarely ever seen a man 
who, having taken an ordinary life policy, and 
having paid a number of premiums, had not in 
the latter years of his life regretted the fact of 
his not having selected a limited payment form, 
either on the endowment or life plan, instead of 
a continuous payment life. Profit by this re- 
mark, 

The above, of course, is only a generalization, 
and admits’of numerous exceptions, but it may 
be found useful to the beginner who finds him- 
self called upon to give an opinion offhand in 
the field. From a long experience, I have 
never known a man receiving a matured endow- 
ment to be dissatisfied with the endowment 
plan, but I have known many policyholders 
who had bitterly regretted that their ordinary 
life policies had not been written as endow- 
ments. In describing the endowment form of 
policy substitute a better definition, such as 
“Income Insurance,” “Guaranteed Income 
Policy,” or the like. This conveys the real idea 
much better than the word “endowment,” which 
should long since have been discarded or sup- 
plemented by a more accurate word-symbol or 
descriptive phrase. 


A Few Turncs to Avorp 


Be wary about leaving specimen policies and 
comparison which can be reached by com- 
petitors. Also avoid enlarging upon the ques- 
tion of the dividends of your company, in com- 
parison with the dividends of other companies. 
Do not be drawn into comparisons of this sort; 
in fact, during your canvass, be careful not to 
refer to other companies, since this usually 
means inquiry, investigation, and competition, 
and, therefore, delays your closing the business. 

Dwell upon the merits of your own company; 
its proud history; the low net cost of insurance; 














BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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the advantage of the form of insurance offered. 
Avoid invidious comparisons—they serve no 
useful purposes, as a rule. 

Also, under no circumstances descend to the 
contemptible practice of twisting—by which 
I mean substituting a policy of your own com- 
pany for that of another good company. Avoid 
overloading your prospect with insurance; give 
him what he can conveniently carry, and that 
which he requires to supply his legitimate needs. 
Be careful also to inquire into the hazard, in 
order to learn whether your company is in 
danger of getting upon its books one whose 
moral or physical hazard would subject the 
company to unnecessary risk. 


DECLINATIONS 


A word about rejections or declinations. 
One of the hardest things for the new solicitor 
to successfully overcome, is to have a case de- 
clined which he thinks is good. Here is where 
philosophy will help you, and where a little 
common sense and foresight will save you a 
good deal of trouble and worry. 

No company desires to decline a good risk. 
If they are obliged to, however, it is because 
of a sufficient reason, either in the physical, 
moral, or occupational hazard. You may save 
yourself a lot of trouble by inquiring into the 
character of the risk yourself before advancing 
far into the canvass, and frequently by inquiry 
you can obtain information which gives you a 
good idea in regard to the physical condition of 
your prospect by observing the appearance, the 
family history, the moral standing, occupational 
hazard, etc. All may be used to your advantage 
in the initial inquiry necessary to form an in- 
telligent idea with reference to the advisability 
of continuing a canvass. Besides, remember 
you are under obligation to your company to be 
careful in this respect. 

If, however, what appeared to be a perfectly 
good case should be declined, remember that 
this is part of the business and that you would 
not care to take a bad coin in place of a good 
one. Your company should not be expected to 
assume a risk where the medical director’s 
judgment indicates that it is an improper one 
to take. You will find the medical and the in- 
spection department of your company reason- 
able, generally open-minded, keenly alive to ex- 
amine the facts, and to look into all evidence 
which may tend to establish the merits of a 
good case. - Do not forget, however, that they 
are likewise keenly sensible to the evidence of 
a bad one, and if your case is finally declined, 
simply forget it—that is part of the business— 
and then start out fresh for a new one to take 
its place. In other words, be a “good sport.” 


Writinc ApPLicATIONS 


It is important for the insurance solicitor to 
bear in mind that his particular task is to secure 
applications, not to engage in useless and un- 
productive discussion. He will find himself 
frequently provoked to enter into arguments 
which will be unproductive, particularly in the 
early stages of his experience. Therefore, let 
him be constantly or his guard to avoid any 
discussion which does not point directly to the 
securing of business. 
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O mighty fountain pen of mine! 
Wouldst thou be useful and a help? 
Come forth—Suggest—Present thyseli; 
Thy place is on the dotted line. 


S. M. Powell Heads Arkansas Association 


S. M. Powell, general agent of the Missouri 
State Life Insurance Company, is the new presi- 
dent of the General Agents and State Managers 
Life Insurance Association of Arkansas. Mr, 
Powell was elected at the annual meeting of the 
association. 

E. A. Stanley, general agent of the Reserve 
Loan Life Insurance Company, was elected 
secretary, and W. Duratt of the Pacific Mutual 
Life Insurance Company was elected vice- 
president. The offices are for a period of two 
years. 


—D. L. Filer is a new agency manager for the 
Bankers Life Company for the State of Utah, with 
headquarters at Salt Lake City. Mr. Filer is sue- 
cessor to C. T. Williams, who has resigned as agency 
manager, but who continues as a representative of the 
Bankers Life Company in Utah. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
ossible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incorporated 1851 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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INHERITANCE TAX DATA 


Information as to Such Taxation in Various 
States 


In Oklahoma the Supreme Court has decided 
that a State may not tax the transfer of stock 
of a foreign corporation doing business in the 
State when it is owned by a non-resident de- 
cedent. Several States have attempted to im- 
pose such a tax, among them being West Vir- 
ginia, but it is understood that in no instance 
has a court of appellate jurisdiction upheld 
such provision, while in Idaho and _ Illinois 
such an impost has been expressly held invalid. 

In Oregon the Supreme Court has handed 
down a decision to the effect that the Federal 
estate tax may be deducted, thus reversing the 
ruling of the attorney-general. 


MAINE 


The Maine inheritance tax law makes no dis- 
tinction between resident and non-resident prop- 





OF NEBRASKA 
209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 


W. E. McCANDLESS, Vice=-Pres. 
Manager of Agents 
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erty, the only requirement being that it be 
within the jurisdiction of the State. In the 
case of a resident, this would include all his 
property, and in the case of a non-resident, the 
property over which the State may exercise 
control, including securities issued by domestic 
corporations. 

Beneficiaries are divided into three classes: 
(1) Husband, wife, lineal ancestor, lineal de- 
scendant, adopted child, adoptive parent, wife 
or widow of son, or husband of daughter; 
(2) brother, sister, uncle, aunt, nephew, niece 
or cousin; (3) all others. 

The tax is at the following rates: 

As to Class 1, on the excess over $10,000 as 
to a husband, wife, father, mother, child, 
adopted child or adoptive parent, and as to all 
others of the class on the excess over $500, one 
per cent on the first $50,000; one and one-half 
per cent on the entire amount where the estate, 
above exemption, exceeds $50,000, but does not 
exceed $100,000; two per cent on the entire 
amount where the estate, 2bove exemption, ex- 
ceeds $100,000. : 

As to Class 2, on the excess above $500, four 
per cent on the first $50,000; four and one-half 
per cent on the entire amount where the estate, 
above exemption, exceeds $50,000, but does not 
exceed $100,000; five per cent on the entire 
amount where the estate, above exemption, ex- 
ceeds $100,000. 

As to Class 3, on the excess above $500, five 
per cent on the first $50,000; six per cent on 
the entire amount where the estate, above ex- 
emption, exceeds $50,000, but does not exceed 
$100,000; seven per cent on the entire amount 
where the estate, above exemption, exceeds 
$100,000. 

OHIO 

An opinion of the Attorney-General of Ohio 
indicates that a person may take out an insur- 
ance policy payable to a trust company as trus- 
tee, with written instructions to such company 
to pay any inheritance taxes that may be as- 
sessed against his or her estate, so as to leave 
the several successions undiminished for his or 
her beneficiaries, any balance remaining to be 
thereafter paid over to such distributees. It 
had been previously held that the proceeds of 
life insurance policy, payable to a designated 
beneficiary, do not constitute a taxable succes- 
sion, but that if payable to the estate they are 
subject to the inheritance tax. In the case 


above cited, the beneficial interests in the pro- 
ceeds of the policy vest, on the death of the 
decedent, in designated persons, and do not be- 
come a part of the estate of the decedent. 


The 





beneficiaries under the will are the same persons 
who are to secure the benefits of the insurance 
policy, but it is held that the persons in whom 
these interests arise acquire them by contract, 
and not as distributees of the estate of the 
decedent. Property rights which they enjoy 
under the insurance policy do not pass to them 
from him or her by will, by intestacy or by 
gift. 

It is accordingly the opinion of the attorney- 
general that no account is to be taken of the 
proceeds of the insurance policy in the ascer- 
tainment of the value of the taxable succes- 
sions in the estate of the decedent. 

The foregoing information is taken from 
Prentice-Hall Inheritance Tax Service. 





—George R. Martin, a salesman in the DeForest 
Bowman Agency for the Bankers Life Company of Des 
Moines in the city of Chicago, has been promoted to 
an agency managership for the Bankers Life Company 
and took charge on October 1 of a territory in noreh- 


ern Illinois. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 























A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 
Pow Natural DOGtia. .. ... cc ccccccescsiice $10,000.00 
For Total and Permanent Disability, a monthly income to the Insured of........... 
For Major Surgical Operations (Maximum) 
For Loss of Right Arm above Elbow or Loss of Either Leg above the Knee............ 
For Loss of Right Arm below Elbow or Left Arm above Elbow 
For Loss of Either Leg below the Knee 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye................... 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 


For Accidental Death....... $20,000.00 
2 0 


ee 





BEN H. BERKSHIRE, President 


23 


P. R. SCHWEICH, Sec’y and Supt. of Agencies 








UNDERWRITING IN 1921 


Agents Will Adapt Themselves to New 
Conditions 


WILL CONTINUE TO CREATE DEMAND 


Conservation of Old Business on Books 
is Essential . 


By P. J. Grocan 


Fidelity Mutual Life Insurance Company 
Philadelphia, Pa. 


It is a conceded fact that we insurance field 
men “grazed in rich pastures” during the years 
1919 and 1920. It was keenly interesting to me 
to observe how the field forces took advantage 
of these conditions. The unparalleled purchas- 
ing of life insurance by the prospering public 
during that period is indicative of the value 
and effect of the inculcation of thrift preached 
by all life insurance men, and is a splendid 
tribute to their untiring efforts of the past 
years to educate the public to the real value of 
life insurance. 

I feel that the life insurance agent whose 
business prospered during the past few years 
was wide awake to the great possibilities in 
our profession, and the prominent place which 
life insurance holds in the business world. It 
is true the minds of the buying public were 
more receptive, and the approach made easier 
by their prosperity. But it nevertheless re- 
quired a great deal of tact and ability on the 
part of the underwriter. At ‘this point is 


THE SPECTATOR 


LIFE INSURANCE SECTION 


where real salesmanship came into place. The 
agent had to be alert to the various arguments 
and specific reasons as to why men should 
buy life insurance, such as protection against 
Federal inheritance taxes, business insurance, 
safeguarding of estates, and the “Peace of 
Mind” contract, as I like to term our “In- 
come for Life” policy. All this required a 
great deal of study, concentration, and a proper 
presentation on the part of the agent. 

But 1919 and 1920, with their peculiar con- 
ditions, have passed. What about 1921, and 
our return to normalcy? Will the agent who 
had the insight to sense and take advantage of 
that golden opportunity fail to adapt himself 
to the new era of conditions? My answer to 
that question is no. I feel that the man or 
woman in our business who had the salesman- 
ship ability to convince a buying public of the 
need of life insurance during that period, still 
has the flexibility to present a greater need of 
that protection during the present conditions. 
The protection which life insurance affords is 
more vital to-day than it was a year ago. 

While we are keenly alert as to securing 
new business, my own experience has taught 
me that the conservation of our old business 
is most essential. Keeping in touch with our 
policyholders is time well spent. In many 
cases the returns are two-fold—rendering 
service and developing new prospects. 

Life insurance is one of the most essential 
necessities, and, as we become established, our 
profession works like an endless chain, and, 


although not quite so apparent, we are still 


grazing in rich pastures. 


Thursday 


Volunteer State Life to Extend Field 


The Volunteer State Life of Chattanooga 
announces that it will open general agencies in 
Indiana, Illinois and Ohio as soon as suitable 
general agents can be obtained. It is not the 
purpose of the company to make contracts with 
general agents of other companies, Vice-Presj- 
dent and Agency Manager Minor Morton pre- 
ferring rather to select his men from the ranks 
of subagents who cannot get general agencies 
with the companies they now represent on ac- 
count of territory restrictions, or to employ 
men who have had salesmanship experience in 
other lines. 

The company is sending the men it selects 
for general agents to Carnegie Institute for 
special training. It is also formulating other 
plans for the training of its subagents, which 
will be announced in the near future. 


Farm Mortgages Excellent Investments 


The Missouri State Life of St. Louis re- 
cently advertised that 7.24 per cent was the rate 
of interest earned in 1920 on that company’s 
mean ledger assets, a large proportion of its 
funds being invested in the safest securities— 
farm mortgages. It was further stated that the 
values of such securities do not fluctuate, but 
they are always worth one hundred cents on 
the dollar. 

In this connection it is interesting to note that 
the Missouri State Life Insurance Company 
owns several hundred thousand dollars’ worth 
of mortgages negotiated by the F. B. Collins In- 
vestment Company of Oklahoma® City, Okla. 
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AMERICAN 


Helping the Agent Get Business 


Agency co-operation as extended by THE Guarp- 








CENTRAL 
LIFE 


Insurance Co. 
INDIANAPOLIS, IND. 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 




















IAN is fot an empty phrase. We preach co-opera- 
tion—and practice it. Here are just two features in 
our program which show the advantages under which 
GUARDIAN field men work. 

The Prospect Bureau, which develops high grade, 
live leads for the agent, providing him with unlimited 
working material, systematizing his work and in- 
creasing his earning power. 

The Policyholders’ Service Department, which 
renders a unique and comprehensive service to the 
agent’s clientele. Through this service policyholders 
are offered, free of charge, the health service of the 
Life Extension Institute. A wonderfully effective 
help to the agent in his work. 


For information concerning the opportunities in our 
agency organization, address 


T. LOUIS HANSEN, or GEORGE L. HUN7, 
Vice-President Supt. of Agencies 


THE GUARDIAN LIFE INSURANCE CO. 
OF AMERICA 


ESTABLISHED 1860 UNDER THE LAWS OF THE STATE OF NEW YORK 


HOME OFFICE 50 UNION SQUARE, NEW YORK 
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J. D. SAGE IS PRESIDENT 


Numerous Other Officers of Union 
Central Life Are Advanced 


ALLAN WATERS IS CHAIRMAN OF 
BOARD 
Company’s Roster of Officials is a Strong 
One and Augurs Well for the Future 


John D. Sage, heretofore vice-president of the 
Union Central Life Insurance Company of 
Cincinnati, Ohio, was last week elected presi- 
dent and manager of insurance, succeeding the 
late Jesse R. Clark. 

Allan Waters, second vice-president and 
superintendent of agents, was chosen chairman 
of the board of directors and agency vice- 
president. Other promotions were as follows: 


George L. Williams, from secretary to vice- 
president and assistant manager of insurance; 
R. Frederick Rust, from assistant secretary to 
secretary; Louis Breiling, treasurer, to vice- 
president (financial) ; Jesse R. Clark, Jr., from 
assistant treasurer to treasurer; Charles Hom- 
meyer, from assistant superintendent of agents 
to superintendent of agents; Philip Jerome 
Clark, second assistant, to assistant superinten- 
dent of agents; Dr. Charles Maertz, second as- 
sistant medical director. 

Other officers of the Union Central Life are: 
William Muhlberg, medical director; E. E. 
Hardcastle, actuary; Tucker Carrington, audi- 
tor; W. O. Pauli, assistant medical director ; 
J. R. L. Carrington, assistant actuary; Max- 
well & Ramsey, general counsel; H. S. Cun- 
ning, assistant auditor. 

John D. Sage is a native of Hartford, Conn., 
where he was born in 1877. His father was the 
pastor of a Baptist church. Since 1888, how- 
ever, Mr. Sage has been a resident of Cincin- 
nati, where he attended school until he went to 
Franklin Preparatory School, from which he 
entered Brown University, Providence. In 
1899, having received an A. B. degree, he en- 
tered the service of the Union Central Life in 
. 4 clerical capacity. 

In 1902, Mr. Sage took charge of the com- 
pany’s literature and advertising, becoming edi- 
tor of the Union Central Advocate, and later 
conducted the Agency Bulletin. 

In 1906, he was made assistant secretary and 
was promoted the following year to the office 
of secretary. Five years later he became third 
Vice-president, and the following year second 
Vice-president, in 1916 having been elected vice- 
President. Since 1903, Mr. Sage has been a 
director, and since 1907 a member of the execu- 
tive committee. Mr. Sage is active in civic 
and church affairs in Cincinnati. 

Allan Waters has been with the Union Cen- 
tral Life since 1880, and for the last seventeen 
years has been superintendent of agencies. 

George L. Williams joined the legal staff of 
a company in 1906 and became secretary in 

QI3. 

R. Frederick Rust began his connection with 


the company as a clerk in the actuarial depart-. 


"ll in 1895, and has occupied various posi- 
ons of financial responsibility since that time. 


Louis Breiling started in the company’s em- 
ploy as an office boy, and was successively pro- 
moted until he was chosen treasurer in 1907, 
which office he -has filled to the present time. 

J. R. Clark, Jr., has been in the financial de- 
partment since his graduation from Yale Uni- 
versity in 1906, having been appointed assistant 
treasurer in I9Q13. 

Charles Hommeyer entered the company’s 
service as a receiving teller in 1901, and filled 
various positions with credit, becoming assistant 
superintendent of agents in 1913. 

P. J. Clark is also a graduate of Yale, class 
of 1916. In that year he served in the army 
on the Mexican border, and a year later went 
to France as a captain in the field artillery. 
Early this year he became second assistant 
superintendent of agents. 


President O’Brien’s Advice to a “Good- 
Fellow” Agent 

One of the greatest difficulties in the business 
of selling life insurance is to convince the aver- 
age “good fellow’ agent that there always 
comes a time when the “good-fellowship” must 
be superseded by a serious business. There are 
certain types of life insurance agents which 
seem to have all the qualifications necessary to 
assured success in the work. They are very 
popular. They have fine business standing. 
They are socially and well established in their 


communities and they understand the value of 
their contracts. But for some reason or other 
their work as life insurance agents is sporadic 
and therefore not as effective’as might be. Per- 
haps the best advice that ever has been given 
to agents of this.type is contained in an actual 
letter written by President O’Brien, of the 
Detroit Life Insurance Co., to a man who has 
been asscociated with the company’s agency 
force for several years. It is given, in part, 
below: 


Naturally as you have been so busy at so 
many other things besides writing insurance, 
the results which you have obtained are up to 
expectations but not beyond. It would seem 
to me that your activities with the Elks and 
with other social organizations should give you 
such a wide acquaintance and under such fav- 
orable conditions that you ought to be able to 
write a greater volume of business. 

As you know it is bad enough to be alive 
and on the job without an income, but while 
there is life there is hope, but in the event of 
the death of the breadwinner the doors close 
for all time and the conditions that exist must 
be provided for in advance. 

Everyone is willing to admit these facts. The 
one thing that covers the situation adequately 
and easily is life insurance. You ought easily 
to be able to sell from $25,000 to $50,000 a 
month. You have the salable goods. You 
have something which is an absolute necessity. 
You personally have the brains, the personality 
and the ability to do it. Why you do not hook 
up all the loose ends and consolidate them is a 
mystery to me. 
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You Believe In Insurance— 


Do You Use It? 


The re-examination of abstracts on farm mortgage loans is a 
‘heavy burden and expense on your Legal Department. 


Save this constant drain—and possible loss—by our title in- 


FARM MORTGAGE LOANS 


“Your service is really the first constructive step toward 
standardization of procedure in making and marketing farm 


This enthusiastic comment by an official of a leading insurance company is 
typical of the satisfaction expressed by our many clients among the large 
Eastern and Middle Western life insurance companies. 


WE INSURE TITLES ANYWHERE IN 
THE UNITED STATES 


May we send you full particulars of this time and money-saving service? 


NEW YORK TITLE AND MORTGAGE Co. 
135 BROADWAY, NEW YORK 


Capital, Surplus and 
Undivided Profits over 


SEND FOR OUR SPECIAL BOOKLET T.S. 


$5,000,000.00 
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THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect PolicyeHolders - = = $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 











North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W.G. a ” Asst. Secretary 
Vv. F. BECKER, Treasurer 








$6, 000.00 — $12,000.00 with $50.00 per Week 


Costs $56.00 a Year 


from sickness or accident. 


Pays you as long as totally disabled whether 


Membership 100,000 Claims Paid $2,500,000.00 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 
KANSAS CITY, MO. 


W. T. GRANT, Vice=Pres. 








eszen United States Fidelity & 
gee Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 


Se poamber 80, 1920. 
CAPITAL PAID IN CASH 








Cnpeeene chee ences. $4,500,000.00 
. aera $4,332,069.78 
a er 21,705,056.69 26,037,126.47 
TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537, 126.47 
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Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.0 














Re-Insurance Business Only. 


Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 











Attention, Insurance Men! 





- \-srouention insurance company recently licensed in Virginia, 
having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 














INCORPORATED 1832 


Virginia Fire and Marine 


INSURANCE COMPANY OF RICHMOND, VA. 
January ie 1921 


Reserve for Unearned Premiums.. $1,229,149 .74 


SOS MN RINE SOR ico: 1a coreteie Wie isle CorSie)s wield ia Raa aes 279,621.66 

CST a eee ee mer ane $500,000.00 

oe SE Ee re eee 920,674.65 

Surplus to Policyholders. . ee $1,420,674 .65 
Total ASsGts . ...)<.:.00.0% $2,929,446 .05 

Wm. H. Palmer, President E. B. Addison, Vice President. 

Se Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 


Watson, Treasurer J. M. Leake, General Agent. 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


(/cFIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 








Net Surplus, . . . . $2,086,742.08 
Surplus to Policyholders, $3,336,'742.08 
"EASTERN DEPARTMENT WESTERN DEPARTMENT 
D M, President NEAL BASSETT, V, P, and Mgr 
wae ey Vice- Pres, W. T. BASSETT, Ase’t Manager 
WARK, N. J. CHICAGO, ILL. 











THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLAR V 

ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS BLEVATOR 

COMPENSATION GENERAL LIABILITY 
Established 1869 





LONDON GUARANTEE & ACIDENT 0. Lid, zie 


Head Office: CHICAGO, ILL. FP. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD, HAUGHTON & SMIT iy 
4 Walnut Street, Philadelphia, Pa. 


Resident Managers 
ELMER A. LORD & CO., Resident ee 145 Milk Street, Boston, Mass. Mass. 
COM PAN ANY 


ESTERN ASSURANCE 
OF TORONTO Incorporated 185! 





FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 192! 
ASSETS... ats Sa 
SURPLUS IN UNITED STATES.......-.eeececceee: $1,734,848 
TOTAL LOSSES PAID’IN UNITED STATES FROM 





W074 TO 1008 TIMCLUGIVE.. =; «6. cocccscecececes- $48,637,048 
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NEW YORK SURVEYS 

Like Saving the Bung Hole.—A recent 
account of a western fire which occurred in a 
one-story sprinklered risk reported that the 
concrete floor was saved. This seems to us 
about like saving the bung hole when a barrel 
burns. 

How it Happened.—An interesting ex- 
planation was given by a planter from the 
south as to insurance conditions there being 
affected by the drop in cotton. On taking 
up with a certain agency the question of the 
amount of insurance being written, the agent 
said that the original policies outstanding ard 
written at the high rate were sufficiently large 
in amount to take up a good part of the new 
crop owing to the difference in price. Naturally, 
insurance written to $.40 has a good deal of 
slack when the price drops to $.10. 

Meeting the Insured—The rule adopted 
by the Exchange on the 27th ult., which reads 
as follows: “In the case of a risk rated on 
the Sprinkler Schedule, a re-rating on account 
of improvements will be in order at any time 
on proper application,” is merely a reflection of 
the desire to meet the assured at as early as 
possible a date as is consistent with good prac- 
tice when improvements have been made. 

In the case of sprinkler ratings where the 
rates were very low, the practice was to wait a 
fair period of time before taking such risks up 
for a re-inspection. Under the new rule, the 
improvement will be acted on at once. 

The Council of Rating Managers.—A call 
has gone forth for a meeting of the Council 
jointly with the Companies’ Committee to be 
held on October 27 and 28, should a second 
day prove necessary, at the Hotel Pennsyl- 
vania. The harmonizing of different practices 
requires a steady conference to retain uni- 
formity. 


BOSTON AND VICINITY 

Massachusetts Agents to Meet.—The Mas- 
sachusetts Association of insurance agents will 
hold its annual meeting on October 28, at the 
Boston City Club. The meeting will be held 
in the afternoon and the party wil! take dinner 
at the club after the business is concluded. The 
Program is not yet announced. 





Fire Insurance Course.—The Boston In- 
surance Library Association will give its 
“senior” or third-year course in fire insurance 
beginning November 18. Lectures will be given 
each Friday night at the New England Insur- 
ance Exchange. 

Candidate for Mayor.—F ire Commissioner 
John R. Murphy is the “Good Government” 
candidate for the mayoralty of Boston and ac- 
cordingly will resign on beginning his cam- 
paign. FE. C. Mansfield, secretary of the Boston 
Mutual Life Insurance Company, former post- 
master of Boston, is mentioned as a probable 
candidate for the office on the Republican 
ticket. 


CHICAGO AND THE WEST 


R. J. Erskine Becomes Agent.—Robert J. 
Erskine has been given the agency of the 
Royal Exchange for Cook county. 

Chicago Board Meeting—The Chicago 
Board of Underwriters helds its quarterly 
meeting last week and elected the following 
members to the Executive Committee: George 
H. Bell, O. EK. Aleshire and Charles E. Rollins. 

Waibel & Burns Dissolve.—The Agency 
of Waibel & Burns has been dissolved, Mr. 
Waibel continuing to do business under his 
own name and Mr. Burns opening a separate 
office as a class one agent under the firm name 
of R. J. Burns & Co: 

C. H. Coates Recipient of Loving Cup.— 
The coterie of fire insurance managers, known 
as the Knights of the Round Table, presented 
Charles H. Coates with a loving cup at a 
luncheon given in his honor last week at the 
Union League club. Mr. Coates recently left 
for New York to assume his new duties as 
president of the National Liberty. Mr. W. R. 
Townley acted as toastmaster and talks appre- 
ciative of Mr. Coates’ good qualities were made 
by a number of insurance men. 

Insurance Club Meeting.—The Insurance 
Club of Chicago held its first meeting of the 
season on the 11th inst. George Wheeler Hin- 
man, editor of the Herald-Examiner, spoke on 
the “Nation’s Business.” Mr. Hinman voiced 
his opposition to any further foreign loans. He 
favored keeping our money at home to be used 


KkEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


for building up American trade with foreign 
countries. 

George W. Law Succeeds George H. 
Bell.—George W. Law has been made chair- 
man of the Large Cities Committee of the 
Western Union, succeeding George H. Bell, re- 
signed. 

Salvage Company Holds Meeting.—The 
quarterly meeting of the Underwriters Salvage 
Company of Chicago was held last week and 
H. A. Clark was elected a director to take the 
place of C. H. Coates, who has moved to New 
York. John C. Harding was also elected a 
director, succeeding C. L. Hecox, who has re- 
tired from the business. 


PACIFIC COAST 

Special Agent for Royal.—Rolla V. Watt, 
Pacific coast manager of the Royal and affili- 
ated companies, has appointed T. E. Atherstone 
as a special agent for Montana. Atherstone 
succeeds W. M. Paine who recently resigned 
to become special agent in the same field for 
the Geo. H. Tyson General Agency of San 
Francisco. 

Major Christensen Dead.—Major Charles 
Christensen, one of the best known and highly 
respected underwriters on the coast, passed 
away at his home in San Rafael, California, 
on September 26th, at the age of 82. He re- 
tired from the firm of Christensen & Goodwin, 
of San Francisco, in 1918, after an insurance 
career extending over half a century. 

Peninsular Special—James W. Going, Pa- 
cific Coast general agent for the Peninsular 
Fire and the North American National Fire, 
has appointed G. R. Lombard as special agent 
covering Southern California. 


Great Western Fire Enters New York 


The Great Western Fire Insurance Company 
of Chicago, of which Anthony Matre is presi- 
dent and Napoleon Picard is secretary, has been 
licensed to operate in New York State. This 
company transacts a fire reinsurance business 
and parties connected with it are also identified 
with the Marquette National Fire of Chicago, 
the latter company having assets of over 
$1,500,000 and having written over $1,100,000 
of premiums in 1920. 
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NORWICH UNION FIRE INSURANCE SOCIETY, LTD. 


59 John Street, New York Local Department, 100 William Street 
J. F. Van Riper, Branch Secretary E. F. Schleyer, Sec’y, Metropolitan District 
HART DARLINGTON, Manager J. H. Burger, Supt. of Agencies Oliver Bennett, Asst. Sec’y, Metropolitan 
O. F. Gant, Asst. Supt. of Agencies District 


NORWICH UNION INDEMNITY COMPANY 


45 John Street, New York 
W. G. FALCONER, President J. G. MAYS, Secretary 





Norwich Union policies are equal to any that can be purchased. ‘They cost no more and have 
been backed for a century and a quarter by a reputation for honorably and liberally fulfilling ob- 
ligations. 


They represent the Square Deal. 





IN UNION THERE IS STRENGTH—IN NORWICH UNION THERE IS STRENGTH PLUS SECURITY 
AND SERVICE 


Fire, Tornado, Automobile, Sprinkler Leakage, Use and Occupancy, Rents, Explosion, Riot and Civil 
Commotion, Tourist Baggage and all forms of Casualty Insurance 

















ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 


REINSURANCE 


HARTFORD 
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HAIL RATE HEARING BEGUN _ 


Insurance Company Officials Called Before 
~. Superintendent Travis «. ,~ 

‘The opening, of the: Kansas. insurance. rate 
schedules for adjustment and a complete revi- 
sion of the methods and rates in the hail in- 
surance business may be expected to result 
from the hearings which began in Topeka on 
Monday. ‘Frank Travis, State Superintendent 
of Insurance, ordered the hearing some weeks 
ago following the compilation of the under- 
writing experience of the. companies in this 
State. At the time the hearing was announced 
it was asserted that the purpose of the hearing 
was to secure a revision of the fire and tor- 
nado rates, both city and country. Unless the 
insurance companies are able to make an un- 
usual showing the information in the hands of 
the department indicate that there probably 
will be a reduction of fifteen to twenty per cent 
ordered in fire and tornado rates throughout 
the State. There are some points where the 
rates are too low, and these will be adjusted to 
a proper level. 


Two in Line as Successors to Superinten- 
dent Travis of Kansas 


Insurance department politics is beginning to 
form some interesting gossip in Kansas just 
now. Frank L. Travis, Superintendent of In- 
surance, is serving his second term and is not 
expected to run again. There is nothing to pre- 
vent him running for a third term if he wants 
to except the custom of “two terms.” But this 
custom has been broken several times. Mr. 
Travis has told many friends that he did not 
expect to be a candidate, but he has the priv- 
ilege of changing his mind. 

Walter Herrick of Wellington has announced 
that he expected to be a candidate for superin- 
tendent of insurance. Mr. Herrick has been a 
life insurance agent and now conducts a large 
fire, tornado and surety agency in Wellington 
and also has a large loan and real estate busi- 
ness. 

Charles Dingman of Clay Center, who was a 
candidate for superintendent two years ago, is 
expected to be a candidate. Mr. Dingman may 
expect some active opposition from the old 
line life companies because of his connections 
with a company which sells its stock as a sort 
of bonus with its insurance. 


__F. W. DAY DEAD 


Royal Manager Passes Away After Short 
ie we fs ” Illness 

- ., Déep régret was expressed in insurance circles 
early this week when it became known that 
Frederick W. Day, manager of the Eastern de- 
partment of the Royal Insurance Company, had 
died at his home. 

Mr. Day was born and educated in England. 
He came to the United States in 1876 and 
shortly afterward entered the service of the 
National Fire Insurance Company of New 
York under the tutelage of Henry H. Hall. In 





FrepertcK W. Day 


1881 he became connected with the New York 
office of the Royal, and in 1888 he was ap- 
pointed its special agent for western New York, 
which position he filled for six years. In 1894 
he was appointed superintendent of agencies in 
the New York office of the Royal, holding that 
post until 1900, when he became second assist- 
ant manager, and three years later assistant 
manager. 

No information was available at the offices 
of the Royal regarding who will succeed Mr. 
Day. The appointment will probably be long 
delayed, as it must come from England. 

Funeral services were held Tuesday after- 
noon at Summit, N. J., where Mr. Day had 
made his home. The services were very simple. 
A large delegation of insurance men from New 
York attended, including ¢lose personal friends 
and representatives from the various under- 


SEEKS RATE REDUCTION 


Federal Government Asks Twenty-five Per 
Cent on Warehouses 


Application has been made to the Texas 
State Fire Insurance Commission for reduc- 
tions on bonded warehouses in Texas and their 
contents. One application is by the Federal 
Government and the other by J. S. Baughman, 
State Commissioner of Markets and Ware- 
houses. The Federal Government application 
is through R. D. Newton of Dallas, in charge 
of the Dallas. office, Administration United 
States Warehouse Act. 

The Federal Government asks for a reduc- 
tion of twenty-five per cent in the rates on cot- 
ton bonded warehouses and their contents, 
while the State markets and warehouse com- 
missioner asks that the reduction of ten per 
cent in cotton warehouses and contents be ex- 
tended to all bonded warehouses and _ their 
contents, which would include every form of 
produce. 


New York Fire and Marine Report Issued 

The sixty-second annual report of the Super- 
intendent of Insurance of the State of New 
York, Part One, relating to fire and marine 
insurance, has been published by the New 
York Insurance Department. It contains 1793 
pages and presents data for the year 1920 re- 
lating to all fire and marine insurance organiza- 
tions licensed in the State of New York, ex- 
cept the New York co-operative associations. 
The book makes an excellent typographical 
appearance, some of the captions being shorter 
and in clearer type than heretofore, so that 
particular information is more easily found in 


the book. 


Wm. Hare to Manage State of Liverpool 
It is announced that from January I, 1922, 
William Hare, formerly one of the United 
States managers of the Norwich Union Fire, 
of Norwich, will be United States manager of 
the State Assurance Co., of Liverpool. J. H. 
Vreeland, of Hartford, who is also United 
States manager of the Scottish Union & Na- 
tional, of Edinburgh, will relinquish the man- 
agement of the State by mutual consent. 








writing organizations to which Mr. Day, in his 
official capacity, belonged. 
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City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 


F. M. MACHMER 


President. 
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NOW READY 


The Insurance Year Book for 1921-1922 


FORTY-NINTH ANNUAL 


ISSUE 





ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1921-1922 as heretofore, and embraces numerous 


important features. 
to Fire and Marine Insurance. 


care by experienced insurance statisticians, the figures being taken from official reports. 


One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relates 
All the statistical and other matter that they contain has been compiled with the greatest 


These volumes together con- 


stitute a trustworthy encyclopedia of insurance information. 
The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains the 
standard tables of Life, Casualty and other Companies brought down to include the official figures of 1920 for each 


company, in comparative form, for a series of years. 
Foreign Life and Accident Companies. 


Other tables show the standing and business transactions of 


THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insurance 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), together 
with details of assets and liabilities, and much other information. Tables are also given showing the status and trans- 
actions of the principal Stock Fire and Marine Insurance Companies of the world, and much other important informa- 


tion relating to Fire and Marine Insurance. 


It also embraces statistics showing the means of fire protection in over 


8,500 cities and towns in the United States and Canada, and a Directory of 62,000 Agents, Adjusters and Attorneys. 


EACH VOLUME 


IS COMPLETE 


IN ITSELF 





LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to such 


Companies under chapters headed as follows: 


STATUTORY REQUIREMENTS. STATISTICS OF FOREIGN COMPANIES. 
INSURANCE IN CANADA. LIFE UNDERWRITERS’ ORGANIZATIONS. 
RETIRED AMERICAN COMPANIES. DIRECTORS OF COMPANIES. 
GENERAL AND SPBCIAL AGENTS. 

These several chapters apply to the special features of Life and Miscellaneous 

Insurance, and are entirely different from similar chapters enumerated below for 

Fire and Marine Insurance. 


LIFE INSURANCE TRANSACTIONS FOR FIFTY YEARS. 

This is a regular series of tables that have formed an important feature of THE 
Year Boox for many years, presenting in comparative form the business transac- 
tions of all the American Life Insurance Companies for fifty years. They show the 
current business of the Life Companies in a concise manner for ready reference. 


COMPENDIUM OF OFFICIAL LIFE INSURANCE REPORTS. 

A very important series of tables, occupying one hundred and forty-five 
rap giving the comparative exhibits of the business and financial standing of all the 

ife Insurance Companies of the United States, is presented under this heading. These 
tables are compiled from official reports and form the most comprehensive analysis 
of the annual statements of life insurance companies ever presented. These tables 
have met with great favor since their first publication, and they have been extended 
and improved for the present edition of THE YEAR Book. 





LIFE INSURANCE HISTORY. 

Under this heading a tabular exhibit is presented covering the transactions of all 
existing Life Insurance Companies for the past twenty years. The tables show the 
receipts of companies from policyholders, their investments, etc.; disbursements to 
policyholders under separate headings; expenses, total disbursements, new busi- 
ness, insurance in force at the close of each year, assets, liabilities, surplus, and in 
fact all the material points that are contained in the statistics regarding the transac- 
tions of recent years. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE. 

A separate section is devoted to these important branches presenting a vast amount 
of information, statistical and otherwise. The section opens with a carefully prepared 
synopsis of the statutory requirements concerning the admission of companies to 
other States. Liability and workmen’s compensation insurance is exhaustively 
treated so as to show the methods of operation, while the plans of other branches 
are also presented. The statistics cover a period of ten years and are arranged 
in an easily comprehended form, while giving all essential items. The department 
of Business by States occupies 148 pages and will be found of great value. 
The fact that everything relating to CASUALTY, SURETY AND MISCELLANEOUS 
ComPANIES is now brought together makes THE YEAR Book more valuable than 
ever to that class of underwriters. 


FIRE AND MARINE INSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. 

resented detailed statements as of Dec. 31, 1920, of the respective fire and marine 
nsurance companies and Lloyds operating in the United States, with comparative 
tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutual companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
business since organization; data concerning San Francisco and other conflagration 
osses, capital changes and surplus contributions, etc. This chapter embraces the 
following classes of companies: American Stock Fire and Marine Ins. Cos. (licensed) ; 
Foreign Fire and Marine Ins. Cos. (licensed in the United States); American Mutual 
Fire and Marine Ins. Cos.; Underwriters’ Agencies; Lloyds and Reciprocal Under- 
writers’ Associations; Unlicensed American Fire Ins. Cos.; Unlicensed Foreign Fire 
and Marine Ins. Cos. 


Under this chapter head are 





AMERICAN BUSINESS.—NEW YORK CITY PREMIUMS (by companies for 
2 years). FIRE LOSSES IN NEW YORK (48 years). STATE INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESSIONS. SHORT RATE SCALES. 
FIRE LOSSES IN THE UNITED STATES (46 years). FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years). NATIONAL BOARD TABLES (risks, 
= and losses, 61 years) TAXATION OF FIRE INSURANCE COM- 
ANIES. RISKS COVERED BY AUTOMOBILE POLICIES. AUTOMATIC 
SPRINKLERS. STATISTICS OF FIRES IN AMER 


FOREIGN CITIES. RETIRED COMPANIES. RECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF INSURANCE LAWYERS, 
BROKERS AND COMPANIES ACCEPTING SURPLUS LINES, AND IN- 


R FIRE INSURANCE IN CALIFORNIA FOR 35 YEARS. 
FIRE PREMIUMS IN VARIOUS CITIES IN 1920. TAXES PAID BY FIRE 
INSURANCE COMPANIES IN 1920. 





STATISTICS OF FOREIGN COMPANIES. INSURANCE IN FOREIGN 
COUNTRIES (embracing special consular reports, etc., from all parts of the world). 
INSURANCE IN CANADA. LATEST HOME OFFICE STATEMENTS OF 
FOREIGN COMPANIES. 


FIRE DEPARTMENTS AND WATER SUPPLY.—This exceedingly valuable 
department embraces 501 pages of data concerning the equipment for fire protective 
purposes of over 8,500 cities and towns in the United States and Canada. The 
information herein presented has been gathered from reliable sources, and forms a 
most useful reference work for practical underwriters. 


NOTABLE CONFLAGRATIONS IN THE WORLD’S HISTORY.—A list of 
the more important fires from B. C. 1897 to A. D. 1921. 

LARGE FIRES IN THE UNITED STATES AND CANADA.—This list comprises 
the fires which have occurred in the United States and Canada in the last two centuries 
and which are believed to have each inflicted damage amounting to at least $1,000,000. 

DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AND 
CANADA.—A list comprising about 55,000 insurance agents, specifying the classes 
of business transacted by each. Also 7,000 adjusters and attorneys 

UNLICENSED COMPANIES.—In the chapter devoted to “‘ Reports of Fire Ingur- 
ance Companies” is given much information as to Foreign companies which operate 
in thie country without the authority of State Insurance departments. Very useful 
to agents, brokers, reinsurance clerks and the insured. 

MARINE DATA.—Policy forms; York-Antwerp Rules, Statistics, ete. 

LLOYDS AND RECIPROCAL UNDERWRITERS.—In the chapter devoted to 
“Reports of Fire Insurance Companies” is given much information concerning the 
numerous Lloyds and exchanges operating in various parts of the country. 

MISCELLANEOUS TABLES.—There are also other tabulations, giving risks 
written and {n force; fire patrols; etc. 


THE INSURANCE YEAR BOOK during its many years of publication has obtained a recognition among underwriters of all classes as 4 


standard authority upon ail matters pertaining to the business of insurance. 


It is invaluable to managers of companies as well as to the active 


men engaged in field work. The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper with clear, legible 


type 


PRICES.—The following are the prices of THE INSURANCE YEAR Book, for the separate volumes or for the complete set: 


Life, Casualty,Surety and Miscellaneous Insurance, $15.00. Fire and Marine Insurance, $15.00. Both volumes, when ordered together, $25.00 
Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of pricei 


to other countries the extra cost of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY, 135 William Street, New York 
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Casualty, Surety, Etc. 








AVERAGE VALUES 
CONTINUED 


Committee on Valuation Agrees on 
Same Formula 














WILL USE MARKET VALUES IN 1922 





Certain Modifications on Government 
Bonds—Report Will Undoubtedly Be 
Adopted at December Meeting 


At a meeting held early last week the valua- 
tions committee of the National Convention of 
Insurance Commissioners decided to continue 
for another year the present method of de- 
termining the value to be used by insurance 
companies in rendering their annual statements 
of securities. The committee, however, gave 
notice that in 1922 it would revert to the use 
of actual market values as quoted December 31, 
1922, with the exception of government bonds. 

The result of the committee’s deliberations is 
expressed in the following resolutions: 

Resolved, that Marvyn Scudder of the In- 
vestors’ Agency, who is under contract with the 
committee to provide the values to be published 
in the book of security valuations, to be pre- 
pared and distributed to the various insurance 
departments, companies and fraternal societies 
early in January, 1922, be instructed to prepare 
the values by adding to the values set forth in 
the last publication of the National Convention 
of Insurance Commissioners the market values 
as of November 1, 1921, and dividing the sum 
so obtained by two; except that United States 
Liberty and Victory Loan bonds, when acquired 
by subscription from the Government, shall be 
carried at not less than par, and those pur- 
chased otherwise shall be carried at the pur- 
chase price, provided that if any company ex- 
change any of its securities or real estate for 
Liberty or Victory Loan bonds then the Liberty 
or Victory Loan bonds shall be valued accord- 
ing to the market quotation of said Liberty or 
Victory Loan bonds on the date of said transac- 
tion, and, provided further, that in no case shall 
the value of any security be fixed at less than 
the actual market quotation as of December 31, 
1921, and, provided further, that any securities 
acquired during the calendar year 1921 shall not 
be carried at above the actual market value as 
of December 31. 

Resolved, that it is the sense of this com- 
mittee that the values for the annual statement 
for the year ending December 31, 1922, be the 
actual market quotations of that date, except 
Liberty and Victory bonds purchased direct 
trom the Government shall be carried at par, 
and that the companies be so notified. 


Texas Casualty Company Organizing 

Organization of the Texas Casualty Com- 
pany, with headquarters at Austin, Tex., has 
been announced by John T. Smith of Austin, a 
member of the Texas Legislature, its general 
manager. The company proposes to do a gen- 
tral health and accident insurance business and 
wil issue policies under a simplified system of 
tiles. While insurance will be written for 
men in every occupation, the new concern will 
primarily interest itself in handling insurance 
‘or physicians, engineers, lawyers and other 
Mtofessional and business men. 

The hoard of directors is composed of Dr. 
Joe S. Wooten, Austin physician; Prof. T. U. 
Taylor, dean of the engineering department of 
the Unis ersity of Texas; John L. Martin, man- 


SURETY MEN MEET 


October Meeting of Chicago Associa- 
tion Held 








NOMINATING COMMITTEE REPORTS 





T. W. Thompson to Be Candidate for 
Election for Presidency 


The October meeting of the Surety Under- 
writers Association of Chicago was held last 
week at the City Club. At the recent session of 
the Illinois Legislature, a new law was passed 
becoming effective September 30 and requiring 
any person or corporation renting space for 
storage purposes to furnish a bond. There is 
some question as to the extent to which the law 
applies. Some surety men are contendirg that 
it applies to garages, check rooms, clubs and 
depots and restaurants, and the association in- 
formally discussed this new bond requirement, 
but arrived at no conclusion. 

The nominating committee reported the fol- 
lowing ticket to be voted on at the meeting in 
November: President, T. W. Thompson; vice- 
president, Elmer McDonald; secretary, R. E. 
Cline, and treasurer, W. W. Steiner. Executive 
committee: Colonel Harvey L. Jones, P. J. 
Loranger, A. C. Arnold, J. L. Maehle, W. L. 
Wilder and president and vice-president. 

The following committee was appointed to 
arrange for the annual meeting and dinner: 
A. C. Arnold, P. J. Loranger and John Mc- 
Kechney. 

Manager Towner of the Towner Rating Bu- 
reau of New York will be invited to speak at 
this meeting. 








ager, electrical supply house; W. H. Richard- 
son, Jr., hardware merchant; W. D. Hart, at- 
torney; Charles H. Page, architect, and John T. 
Smith, attorney. 





Eastern Casualty Producers Meet 

The Ecco Club, which is composed of the 
leading producers of the Eastern Casualty 
Company of Boston, held their annual con- 
vention in Boston recently, a two-day busi- 
ness session concluding with a dinner in the 
City Club with President Corwin McDowell 
acting as toastmaster. The speakers included 
Commissioner of Insurance Clarence W. 
Hobbs, Hon. Guy A. Ham, S. C. Spengler of 
Pennsylvania R. R., Secretary-Treasurer H. S. 
Bean, Vice-President W. W. Morse of Port- 
land, Me., the last named being the three-time 
winner of the silver loving cup offered by the 
company for the most consistent production. 


Special Agent Rieder Again on Duty 

Special Agent Rieder of the Continental of 
New York, who was granted a year’s sick 
leave, is now back in his field handling north- 
ern New Jersey. Special Agent Carpenter, 
who has been assisting in taking care of Mr. 
Rieder’s field, will confine himself to his own 
field iri southern New Jersey. 








—Robert L. Van Arsdale is succeeded at Chicago 
as resident director of Willcox, Peck & Hughes, of 
New York, by Sydney G. Willcox. 
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REORGANIZATION PRO= 
GRESSES 





National Bureau of Casualty and 
Surety Underwriters’ Second 
Meeting 
CONSTITUTION PUT INTO EFFECT 
Membership Expected to Be Much Larger 
Than That of Old Bureau—Many 
Already Signed 


The reorganization of the National Work- 
men’s Compensation Service Bureau into its 
new entity, which will be known as the Na- 
tional Bureau of Casualty and Surety Under- 
writers, was further advanced at a meeting last 
Friday. The committee in charge announced 
that the new constitution had been put into 
effect and that a large number of companies 
had already affixed their signatures thereto. 
It is expected that a large number of com- 
panies not members of the old bureau will be- 
come members of the new one. 

While the details of the new plan have not 
as yet been fully worked out, and the commit- 
tee will make no public announcements until 
such times as they are, a few generalities 
are known about it. Its feature is a division 
of the functions of the bureau into a number of 
departments each of which will be headed by 
a capable expert in his line. A general manager 
in whom will be vested broad authorities will 
have charge over all these departments. He 
will have an assistant who will have control 
over technical and statistical matters. The 
general manager will have means for enforcing 
the regulations of the bureau. 

The constitution provides for an executive 
committee to act as a board of appeal and sev- 
eral technical boards to aid in the development 
of the bureau’s work. 


Kansas Modifies Ruling 

Frank L. Travis, Kansas Superintendent of 
Insurance, has modified the ruling announced 
some time ago prohibiting insurance companies 
making loans to officers, directors or employees. 
The modification will permit the companies to 
make loans to employees, but not to the officers 
or directors. Many of the companies pro- 
tested against the ruling because they were aid- 
ing many employees in home building, in han- 
dling unusual expenses which might have re- 
sulted in visits to loan sharks and in cases of 
sickness. The companies generally expressed a 
willingness to abide by the order prohibiting 
loans of insurance funds to officers or directors. 
The department did not intend to apply a harsh 
rule that would exclude worthy acts of the 
companies or which might tend to a breaking 
down of the loyalty or morale of the em- 
ployees, hence the modification of the order. 


—The Security Life of Chicago has appointed A. 
Silvers manager of its northern California territory, 
with headquarters in San Francisco. The southern 
portion of the State will be under the joint manage- 
ment of W. H. Hamm, who formerly represented the 
company in Arkansas, and C. B. Atwood, who for the 
past ten or twelve years has been the representative 
at Los Angeles, 
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LE ROY, OHIO 


Net Amount of unpaid losses and 


aU RRB SE ot domes as oie ots oe io 9 as $226,190.54 
Reserved for Unearned Premiums. . 3,624,894.86 
Federal, State and Other Taxes and 

AIDES 1c earn SK ay erst wisiays aie 0's: $35,430.21 





OHIO FARMERS INSURANCE COMPANY 


Statement December 31, 1920 
New York Basis. 





Organized 1848 


AllGther Clauss 6:6 « sisi6 sie ence oes $21,899.30 

Reserve for Emergencies.......... 125,000 .00 

1S CS TT so) [ET aaa eer 1,103,441.89 

Surplus to policyholders........... 1,228,441.89 
$5,136,856.80 











~ WESTERN LIFE INSURANCE COMPANY 


OF DES MOINES, IOWA 
JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policyholders 
and Agents. NOT SO BIG to lose sight of individual Agents, and big enough 
to serve its Agency and Policyholders satisfactorily. SOME GOOD ter. 
ritory in IOWA and SOUTH DAKOTA open for Agents. 


‘THE LIFE INSURANCE BUSINESS’ 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 


STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 


THE SPECTATOR COMPANY 
Chicago Office 135 Wiliiam Street 
Insurance Exchange New York 


The Farmers and Bankers 
Life Insurance Company 


Is an established fact—an integral part of 
the life insurance and financial activities of 
its Home State—Kansas, enjoying the con- 
fidence of the citizens of its neighboring states 
in which it is operating. FULLEST CO- 
OPERATION WITH AGENTS. 


HOME OFFICES WICHITA, KANSAS 




















THE EUREKA LIFE INSURANCE COMPANY 
of 


BALTIMORE, MARYLAND 


% Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 

» 


JOAN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483,100—a gain for the year 1920 of nearly $27,000,000. 
he insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 
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Friendly Society 
of Baltimore, Maryland 


has grown so in popularity until it is now generally conceded to be 
®‘one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for 


‘Rates and Terms to Agents 


FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


Home 





Charter Perpetual - 
OTE ER er A RNC ea eer esc $1,000,000 
OEE ESOP PTT TET Tr et Tren ee 16,189,923 
Reserve and other Liabilities. .......... 11,318,327 
ee Ee eee ee er 3,871,596 
Surplus to Policy Holders.............. 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 











1857 192] 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio 
Indiana and Illinois, 

An attractive contract will be given the right man. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 

















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI . 


and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 

DANIEL BOONE; President DANIEL BOONE, Jr.; Secretar? 
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J. S. PHILLIPS RESIGNS 


Will Probably Head National Casu- 
alty and Surety Bureau 


RESUME OF HIS ACTIVITIES 
Has Earned Reputation for Fair Minded- 
ness and Efficiency in State 
Department 

Jesse S. Phillips has formally announced his 
resignation as Superintendent of Insurance of 
New York. Mr. Phillips resigns to become ex- 
ecutive head of the new National Bureau of 
Casualty and Surety Underwriters, which is 
the name of the reorganized National Work- 
men’s Compensation Service Bureau. Mr. 
Phillips’ resignation is effective November I. 

In view of the long and excellent record of 
Mr. Phillips as head of New York insurance 
matters the following summary of his achieve- 
ments in that office is given: 

Mr. Phillips is a native of Hornell, N. Y.. 
and has been for a number of years virtually 
the Republican leader of Steuben county. 
Educated in the public schools and the Uni- 
versity of Michigan, he was later admitted to 
the bar and acquired a good practice. Becom- 
ing active in politics, he served eleven con- 
secutive terms in the legislature, being a mem- 
ber of several important committees. He was 
also a member of the Constitutional Conven- 
tion. He was appointed Superintendent of In- 
surance in 1915 and has served a little over six 
years, having been reappointed in an opposing 
administration. Mr. Phillips held the position 
longer than any appointee since William 
Barnes, Sr., the first to hold the office and 
who remained in it for ten years. 

A reference to some of the important legisla- 
tion enacted during the past six years follows: 

The State fund made self-sustaining, thus re- 
lieving the taxpayers of the administrative cost 
theretofore paid by the State. 

Amendments to sections 16 and 95 of the in- 
surance law have enabled the Equitable Life 
Assurance Society of the United States to be- 
come a mutual life company. 

Legislation strengthening the loss reserve re- 
quired to be held by casualty companies for lia- 
bility and compensation insurance, thus placing 
them on a more secure basis for the better 
Protection of the public. 

Legislation making transfers of capital stock 

and election of directors of domestic life in- 
surance companies ineffective until ten days 
after the filing of notice with the Insurance 
Department, thus avoiding sudden and secret 
elections and transfers which might prove detri- 
mental to policyholders. 
; Legislation standardizing and defining group 
surance, rapidly increasing in importance, pro- 
viding for its regulation according to sound 
Principles, with due consideration both to the 
employees and to the employer. 

Legislation adding to the underwriting powers 
of fire insurance corporations the right to in- 
sure against the risks of “bombardment, inva- 
om, insurrection, riot, civil war or commotion, 
military or usurped power,” also against weather 
or climatic conditions and against loss for dam- 


age by insects or disease to farm crops or 
products, as well as the power to give broader 
automobile insurance coverage, and insurance 
upon aircraft. 

Legislation broadening the 
powers of casualty insurance corporations in 
respect to automobile, aircraft and explosion 
insurance. 

Legislation requiring all admitted casualty in- 
surance companies to include in their policies 
issued in this State a provision that the in- 
solvency or bankruptcy of the insured shall not 
deprive the claimant of the benefit of such 
policy, but if an execution upon his judgment 
against the insured is returned unsatisfied, the 
claimant may then sue the insurance company 
for the amount of his judgment under the terms 
of the policy. 

Legislation making more stringent the pro- 
visions of the insurance law respecting the risks 
which may be assumed by fidelity and surety 
companies transacting business in this State 


underwriting 





PHILLIPS 


Jesse S. 


and also in respect to the financial require- 
ments for the admission to this State of fidelity 
and surety companies of other States. 

Legislation making more stringent the finan- 
cial and other requirements for the admission 
to this State of foreign country fire, marine 
and casualty insurance companies. 

Legislation broadening the power of domestic 
marine insurance companies by permitting them 
to insure vessels while in the course of con- 
struction and also by increasing their power in 
respect to automobile and aircraft insurance. 

During the administration of Superintendent 
Phillips, several amendments relating to mutual 
insurance companies were added of Articles 
1o-A and 10-B to the insurance law in the year 
1916. Through the enactment of these articles 
it became possible for those interested in mutual 
automobile fire and casualty insurance com- 
panies to organize and operate such companies 
in this State. These articles also provide for 
the licensing of foreign mutual automobile fire 
and casualty insurance companies. 

Article 5-A of the insurance law, relating to 
mutual employers’ lability and workmen’s com- 
pensation insurance corporations was broadened 
by an amendment made in the year 1917, which 
permitted this class of corporations to engage 
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in the business of insuring automobiles which 
were not used in trade or manufacture. 

This article was further amended this year 
by the legislature so as to permit mutual corpo- 
rations licensed thereunder to write additional 
lines of insurance, viz.: health and accident in- 
surance and insurance against loss or damage 
to steamboilers, pipes, fly-wheels, power wheels, 
etc., as provided in subdivision 7 of section 70 
of the insurance law. 

The legislature this year also amended article 
2 of the insurance law by adding provisions 
which permit of the organization of a mutual 
steamboiler company and authorize the admis- 
sion of foreign mutual boiler insurance corpo- 
rations, which, prior to this year, could not be 
licensed to operate in this State. 


STANDARD FirE INSURANCE Poricy 


A standard fire insurance policy of the State 
of New York was first authorized by the legis- 
lature in 1886. For some time, however, it 
was held that conditions of business had out- 
grown the established form and demanded a 
policy better adapted to the needs of the times. 
The department undertook by authority of the 
legislature the construction of a new form. The 
work necessarily involved a vast amount of re- 
search, the co-operation of the National Con- 
vention of Insurance Commissioners, the direc- 
tion of inquiry to experts in the business all 
over the United States and numerous confer- 
ences with insurance department officials of 
other States and with company officials. The 
form finally adopted, and now in force, which 
became operative January 1, 1918, has met with 
satisfaction and approval and is considered a 
contract meeting present demands, and one of 
greater liberality and more protective of the 
interests of policyholders. 


WorKMEN’s CoMPENSATION 


The department has been particularly promi- 
nent in the supervision of workmen’s compensa- 
tion insurance. It was largely instrumental in 
bringing about the revision of premium rates 
which took effect in 1917, also the more recent 
readjustment of minimum premiums to a more 
reasonable basis. 

LIQUIDATIONS 

The supervision of insurance companies does 
not stop when the companies cease to do busi- 
ness or become insolvent, but the department 
liquidates the companies, thus continuing its 
supervision over such companies during the 
periods of liquidation and until they are dis- 
solved and their corporate charters forfeited. 
During the administration of Mr. Phillips a 
large number of important liquidations have 
been commenced and completed, with gratifying 
results for policyholders and creditors. Par- 
ticularly have the economies practiced in the 
liquidations been the subject of comment in the 
public press. 

The New York Insurance Department has a 
reputation second to none. That this reputation 
has been maintained by Mr. Phillips is gener- 
ally conceded. The magnitude of the business 
and of the corporations under its supervision 
is growing by bounds from year to year. With 
but very few exceptions, insurance corporations 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 


American Eagle Auto- National Union | New Amsterdam 
bile- ord National-Hartford — Casualty Co. 


mo 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





FREDERIC S. WITHINGTON, P. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 




















SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents; 


Box 351 


San Juan Porto Rico 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 

















MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 

















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. f ‘ 
Temporary money advanced on strictly private 
arrangements. 
a communcations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


Telephone Randolph 7684 206 BROADWAY a en 
PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 
ACTUARY AND ACCOUNTANT ACTUARY f 
MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 





























Actuarial 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 











ACTUARY WANTED 


Progressive Canadian Life Insur- 
ance Company desires to employ 
young resident actuary who would 
be willing to commence at a nom- 
inal salary and work up withthe 
Company’s growth. Young man 
of progressive tendencies essential. 
Apply Box 130, care of THE 
SPECTATOR, New York, N. Y. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY .« 


CHEMICAL BUILDING ST. LOUIS, MO. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 














JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 








nr 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


— 
— 











F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 





THE BOURSE PHILADELPHIA 
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Miscellaneous Insurance 
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Actuarial 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 




















Insurance Examiners and Adjusters 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may become 
a friendly policyholder if impressed with 
the fairness of an adjustment, 


R. E. NASB, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Caroline 














are not going out of business, many new ones 
are being organized in this State, and com- 
panies new to this State, organized under the 
laws of other States and countries, are con- 
stantly applying for admission. 


Bankers Consider Insurance Clause 

The American Bankers Association in session 
at Los Angeles, Cal., considered the form of 
clause customarily used by an insured in pro- 
tecting a bank loan, reading: 

“Loss, if any, payable to the Blank Bank, as 
interest may appear.” 

It was suggested that the following form 
would be better suited to the banker’s require- 
ments : 

“Assured: The Blank Bank, for account 
of whom it may concern Loss, if any, to be 
adjusted with the Blank Corporation and pay- 
able to the Blank Bank, for account of whom 
it may concern.” 

N. F. P. A. Holding Meetings 

The schedule of committee meetings of the 
National Fire Protection Association for the 
month of October is as follows: 

October 10, New York, Marine Fire Haz- 
ards, S. D. McComb, chairman, 53 Beaver 
street, New York; October 11, New York, 
Field Practice, E. R. Hardy, chairman, 123 
William street, New York; October 20-21, 
New York, Building Construction, Ira H. 
Woolson, chairman, 76 William street, New 
York; October 31-November 1, New York, 
Electrical, Dana Pierce, chairman, 25 City Hall 
Place, New York. 


Burglary Conference Meeting Canceled 
Because the Globe Indemnity Co., of New 
York, and the United States Fidelity & Guar- 
anty, of Baltimore, agreed to withdraw their 
blanket burglary policies, the meeting of the 
Burglary Insurance Underwriters Conference 
called for last Tuesday was abandoned. 
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Oscar M. Howland, special agent of the 
Fidelity Phenix, located at Hartford, Conn., 
has resigned as of September 30. His succes- 
sor has not yet been appointed. 

Paul F. Purdum of the Royal Indemnity and 
Firemans Fund, Los Angeles, Calif., has joined 
the insurance department of the Halloran-Judge 
Company, Salt Lake City, as adjuster. 

C. W. Estes, who was appointed State man- 
ager at Greenville, S. C., for the Shenandoah 
Life of Roanoke, Va., September 1, led all pro- 
ducers of the company for the month. 


W. E. Underwood of New York, associate 
editor of the American Agency Bulletin, spent 
several days in San Francisco, following the 
Los Angeles convention of the National Asso- 
ciation of Insurance Agents. ‘ 

Mrs. Garnette Hurt, wife of, and associate 
general agent with, H. G. Hurt, Shenandoah 
Life general agent at Huntington, W. Va., is 
taking the life insurance course at Carnegie to 
equip her to do special work in the women’s 
department which will be opened by the Shenan- 
doah Life after the first of the year. 


T. J. Donnelly, assistant manager of the 

New York office of the Federal and Casualty 
Company, resigned on October 1 to become 
associated with the Bennett Ellison Agency, 
which recently took over the agency of the 
Columbia Casualty Company. Mr. Donnelly 
has had twenty years’ experience in the busi- 
ness, having come up from office boy. 
- Owen H. Mitchell has been elected treasurer 
of the Mercantile Insurance Company, effective 
October 1, and will take up his new duties at 
once. The Mercantile Insurance Agency is one 
of the largest general agencies in St. Louis, 
handling a general line and being agent for the 
General Accident F. and L. Assurance Corpora- 
tion for the State of Missouri and southern 
Illinois. 

James F. Hathaway, formerly of Fargo, 
N. D., took over his duties as manager of the 
St. Louis branch of the Mutual Life Insurance 
Company of New York last week. The former 
manager, B. C. Shaw, died on September 1. 
Mr. Hathaway is the youngest manager of the 
company in point of service. He was manager 
at Fargo for twenty months, his duties before 
that time having been in the field. 


H. G. B. Alexander, president of the Con- 
tinental Casualty Company, was a recent San 
Francisco visitor. President Alexander ar- 
rived in San Francisco via the Northwest and 
stated that his tour of the coast this year was 
purely one of pleasure. Upon leaving San 
Francisco, he visited Lake Tahoe and the 
Yosemite Valley, two of California’s most 
famous resorts. From the valley he went to 
Los Angeles, returning direct from that point 
to the home office. 

Arthur J. Hill, California manager of the 
State Life Insurance Company of Indiana, 
returned to San Francisco recently after an 
extended trip through the East. Manager 
Hill was a delegate to the convention of the 
National Association of Life Underwriters 
which was held at Cleveland early in September. 
At the close of the convention, he visited New 
York, Chicago and Indianapolis, the home 
office of the company of which he is California 
manager. He returned to San Francisco via 
Los Angeles, where he stopped for several days 
conferring with his Southern California repre- 
sentatives. Manager Hill returned to Cali- 
fornia very optimistic with regard to the out- 
look of general business conditions and espe- 
cially with regard to the outlook of general 
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business conditions and especially with regard 
to California as compared with the other por- 
tions of the United States. 


Will G. Farrell, well-known intermountain 
life man and for several years past general 
agent of the Penn Mutual at Salt Lake City, 
has gone to Los Angeles, Cal., where he will 
make his home and continue to write insurance. 
Mr. Farrell is a past president of the Utah 
Association of Life Underwriters and has taken 
a prominent part in the organizing of the Utah 
life men. He was very active in civic and club 
affairs and latterly served as one of the gov- 
ernors of the Salt Lake Commercial Club and 
Chamber of Commerce. Some years ago Mr. 
Farrell suffered the loss of a leg in an accident, 
but this has not hindered him at all in business, 
social or civic life, so great was his determina- 
tion to overcome the handicap. 





Howard P. Moore Going to England 

Howard P. Moore, general manager of the 
American Foreign Insurance Association, has 
sailed for Europe, where he will attend to 
establishing offices for the association in certain 
countries there. He expects to formally estab- 
lish the association in England and to take in- 
troductory steps in Belgium, Norway and 
Sweden. 


Rupert F. Fry Injured 

Rupert F. Fry, president of the Old Line Life 
Insurance Company of Milwaukee, was injured 
last week in an automobile accident near Mil- 
waukee. Mr. Fry was returning to Milwaukee 
from his summer home. A car going west, it is 
said, flashed on its headlights just after dusk, 
blinding Mr. Fry, who ran into the ditch. At 
Trinity Hospital Mr. Fry’s condition is re- 
ported as being favorable. Reports of a skull 
fracture proved unfounded. He is suffering 
from shock, cuts and bruises. 


C. R. Page to Go with Firemans Fund 

Charles R. Page, formerly with the Fire- 
mans Fund of San Francisco, later manager of 
Syndicate “A,” and now with the United States 
Salvage Association, will from January 1, 
1922, succeed F. H. and C. R. Osborn as man- 
ager of the Atlantic Marine Department of the 
Firemans Fund at New York. 





Non-Board Movement in Utah 

There is a movement in Salt Lake City 
which has for its object the formation of a 
bureau for the non-board companies who would 
maintain board rates and obtain them through 
the Board of Fire Underwriters of the Pacific, 
but non-board agents would still receive 5 per 
cent commission over that allowed agents of 
the regular board companies. It is also said 
that the policies would not go through the 
stamping office of the board. 


—An examination of the Metropolitan Casualty, of 
New York, shows that on June 30 its assets aggre- 
gated $1,138,892, with securities at market values, 
the surplus to policyholders having then been $204,104. 
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1921 EDITION READY 





LIFE AGENTS 
BRIEF 


A VEST POCKET WORK 
Containing a Synopsis of 
PREMIUM RATES 
CASH VALUES 
NET COST OF INSURANCE 
POLICY PROVISIONS 





CONVENIENT, CONCISE, COMPACT 





RATES ARRANGED BY AGES 
Participating and Non-Participating 
DIVIDENDS AND AVERAGE YEARLY 
COST 


5 and 10 year periods 
DIVIDENDS IN 1921 





Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





Price, in Flexible Binding 
Per Copy, $2.00 
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THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 


The Conservative Texas Company 


THERE ARE UNUSUAL OPPORTUNITIES 


for competent canvassers with The Great-West Life Assurance Company at the present time. 


Territory—Agency contract—and the Policies to sell will be found right. There is a constan 
growing demand for the Great-West Policies, and men with canvassing ability can take most profital 
advantage of this demand. Information on request. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE—WINNIPEG, CANADA. 
Offices in the U. S. A.—Michigan, Detroit; North Dakota, Fargo; Minnesota, Minneapolis. 


EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states of 
a and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F, Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 
Largest Fraternal Benefit Society of Women in the World 


A *‘Millionaire”’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 











Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan 





2 GRAND RAPIDS LABEL CO. 


GRAND RAPIDS, BELS 


FOR FOLDER 





if you can write Ordinary and Industrial 
susiness in an exceptional field, under a pro- 


gressive live-wire manager, who controls five 


offices, all making exceptional records and 


incidentally green=backs, address (in strict 


confidence to you) Box 75, Jronton, Ohio. 








